“SPECTATOR 
xs: £ ® P UB 


et keh oe ON RE I° 6G Aod G2 nN 


SEPTEMBER, 1961 


Senate Attacks Ratings 


The Antitrust Subcommittee findings seek action 
on possible violations of Federal laws. Report 
calls for no prior approval on rates, no compulsory 


memberships in bureaus. Two Senators dissent. 


LA Expands Driver Classes 


Los Angeles begins this month a plan to expand 


driver training in high schools by 50 per cent 


while cutting costs to the city 70 per cent. 


Shift in Carriers Shares 


Market analysts note changes and some possible 


upsets in the share prices for stock carriers. 


INSURANCE MARKETING AND MANAGEMENT 





Q. What impressed 
you most? 


Q. Mr. Petitbon, what 
do you think of the 
INA School 
for Agents ? 


¢ A. Does a marvelous job 
of teaching the basics of 
insurance. | was especially 
impressed with the esprit de corps. 
It’s a must for any young fellow 
starting in the agency business. 


A. The teachers don’t stop until you 
get the subject matter — a quality 
I've noticed in all good teachers and 
football coaches I've ever known. 


Q. Do you recommend the 
School to others? 


Q. Why is the School 
the “key to 
professional effort”? 


A. The INA philosophy on competition 


A. a ro ae gt is realistic. “Sell service — but be sure 
3 ys 2 x ite that your policies are in the same price range 
eitsape ci, soaedioons ¢oliaby mage: as competing mutuals or direct writers.” 


business. As | advance ‘ 
. The School gets that across strongly. 
i) me Cm ms . ed 


the refresher courses. 


Q. Would you care to 
advise other young men 
about the merits of the 
Insurance Company of 
North America School 
for Agents ? 


Q. Is insurance 
a rewarding 
experience for you? 


. Certainly. Just 
tell them to write me: 
John Petitbon, C. A. Sporl 
and Company, Inc., 
Commerce Building, 
' A. After years of playing New Orleans, La. 
football with Notre Dame, and 
later, with the Cleveland Browns, | miss 
some of the thrills of sport, but | am 
building future security for myself and 
find great satisfaction in selling 
INA Homeowners and other package policies. 
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How fall 


do you stand 


in Group Insurance? 


If your hot group prospects cool off because you 
can’t get fast enough action—call the Group De-* 
partment of American United Life. 

You and your prospective client will both get im- 
mediate service from experienced A+ U-L group spe- 
cialists, who are expert at tailoring contracts to suit 
individual company needs. © 

Using A-U-L you’re immediately competitive, 
with the right price—broad coverage—flexible un- 
derwriting. American United Life approaches the 
problem of rates on a practical basis. 

Known for its co-operative “‘Partnership Philos- 
ophy”’—it’s the Company for you when you want 
fast, efficient action. When you place your call, ask 
for Sherman Jenson, vice-president, Group. 


A:U-L 


HE COMPANY WITH A-+UsL is a good Company to buy from 
ALL THINKERS and sell for. You too can stand tall against 
ALL PLANNERS the strongest competition, when backed 
ALL DOERS by A+UeL resources and “‘know-how.” 





AMERICAN UNITED LIFE INSURANCE COMPANY 
HOME OFFICE «+ INDIANAPOLIS 6, INDIANA 


ALL ORDINARY LIFE FORMS - FLEXIBLE OPTIONS - LOW NET COST SPECIALS - BUSINESS 
LIFE INSURANCE - KEY MAN - PARTNERSHIP - ANNUITIES - UNIQUE JUVENILE - GROUP 
LIFE - GROUP CREDIT INSURANCE - GROUP MORTGAGE INSURANCE - GROUP RETIREMENT 
- PENSION TRUSTS - NON-CANCELABLE DISABILITY INCOME - GUARANTEED RENEWABLE 
MAJOR MEDICAL - GUARANTEED RENEWABLE HOSPITAL & SURGICAL - SPECIALISTS 
IN SUBSTANDARD UNDERWRITING & REINSURANCE, 
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‘*‘Today The Travelers saved a life... 
wrote Electronic Communications, Inc. of St. Peters- 
burg, Fla. ‘“We were lifting equipment by lift-truck 
to a high balcony ... the load shifted... and a 200 
lb. transformer would have struck our lift-truck 
operator if it hadn’t been for the canopy guard we 


installed at the recommendation—and persistence 
—of the Safety Engineer from Travelers.” The 


> 


oe 


Travelers has helped policyholders prevent indus- 
trial accidents since 1888. It’s part of the service 
your clients can count on with Travelers Work- 
men’s Compensation and Public Liability insurance. 
A Travelers field man—whose business is your busi- 
ness—will be glad to help you discover new accounts. 
Call him today. 


ARTFORD 15 


THE TRAVELERS Insurance Companies Connecticut 
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GENERAL FEATURES 
Length 125’ Beam 35'3” 


Floating Grain Elevator ' Draft 15’ Horsepower 350 


A marine architect’s nightmare because it resembles so closely its Kansas cousin, the 
floating grain elevator, according to “The Lookout”* was developed exclusively for New 
York Harbor in 1848. It has gotten taller as ships have gotten higher and it can handle 
more grain per hour than before, but the simple basic design has required few changes 
over the years—the machine does half the work and gravity does the other half. “Marine 
legs” on either side of the elevator, mounting large cups on an endless belt, scoop the grain 
from barges and raise it into the red tower, where it gets cleaned and weighed and then 
goes swooshing down long pipes into the hold of the ship. 

The floating grain elevator proved to be a machine perfectly suited to the harbor that 
originated it. Its ability to go to a ship created a wonderful flexibility, enabling passenger 
liners to take on a profitable ballast of grain without changing piers. 

With the loss of the grain trade to other ports, we are now down to seven of these 
strange top-heavy looking vessels. Once a source of concern to underwriters when they 
proceeded down the harbor in a high wind, they may soon pass out of existence without 


a single serious loss. 


*The publication of the Seamen’s Church Institute. 


: Insurance Underwriters 


Poe OT. Bie & CO., ING. .. rote 
a ; : Ul John niet New York 38, N. Y. 
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REINSURANCE 


Reciprocity in Fire Treaties 


The author takes a rapid but authoritative look at the changing face 


of fire reinsurance in worldwide markets.—By G. Grabscheid, F.C.I.1. 


EINSURANCE is a contract 

between two parties. The one 
passes on its liability under an 
original policy in consideration of 
a premium payment, and the other 
accepts it. Thus when considering 
reinsurance markets as a whole it 
must be borne in mind that both 
these activities take place in any 
one country; but one of the two is 
usually more prevalent. For exam- 
ple, in the London and Swiss mar- 
kets more business is accepted 
from abroad than is given off, 
whilst in most of the other Con- 
tinental markets the reverse ap- 
pears to be true. 

The working of the direct insur- 
ance markets in some of the small- 
er European countries is power- 
fully reinforced by their being able 
to rely on reinsurance protection 
from the London and Swiss mar- 
kets, particularly for large risks. 
The German, French and Scandi- 
navian markets have in the last 
few years increasingly contributed 
in this direction. . . 


U. S. Challenge 


Before dealing with the features 
of the London market, I believe it 
is fair to say that whereas London 
has enhanced its role as world cen- 
ter of insurance, and particularly 
reinsurance, in recent years, the 
pre-eminent position it held in the 
financial and banking fields before 
the war is being challenged by the 
preponderance of the United States 
of America in economic and mone- 
tary matters. 

The London insurance market 
has been built up on the worldwide 
activities of British companies and 
Lloyd’s, who carried the name of 
British insurance all over the world 
by establishing branches in many 
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overseas countries and entrusting 
their representation in the main 
to the many British merchant 
houses established abroad who act 
as general importers and export- 
ers. Based on such an organiza- 
tion, British insurers’ respect for 
local conditions and utmost relia- 
bility in the most difficult circum- 
stances have made possible the 
growth of the London market as 
we know it today. The London 
market is still the world center of 
insurance and reinsurance. 


Fast Cover, Prompt Payment 


Some of the factors which con- 
tribute to that situation are the 
large acceptance facilities in the 
company and Lloyd’s markets, the 
speed with which cover of consid- 
erable proportions can be obtained, 
the many different types of cover 
for which accommodations can be 
found, and the assurance of prompt 
settlement of losses and balances 
in any currency. 

A peculiar feature of the Lon- 
don reinsurance markét is the part 
co-operation, part competition, be- 
tween the company market and 





Note: Mr. Grabscheid is super- 
intendent of the fire reinsurance 
department, Guardian Assurance, 
Great Britain. The following arti- 
cle is excerpted from the 1961 edi- 
tion of “The Journal of _ the 
Chartered Insurance Institute,” 
published in London by the Insti- 
tute. Titled “The European Fire 
Reinsurance Markets,” the paper 
was originally delivered before the 
61st educational conference of the 
Chartered insurance Institute. 


Lloyd’s. In spite of the differing 
methods and approach, the two sec- 
tions of the market are largely 
complementary. Lloyd’s provides 
probably the laygest single foreign 
market for U. S. A. reinsurance 
business of all types and concen- 
trates elsewhere on faculative and 
excess-of-loss business. Companies 
write the bulk of treaty business 
accepted here. 

The reason for this is not far to 
seek, and arises from the fact that 
companies are willing and able to 
offer reciprocal treaty business, 
whereas the constitution of Lloyd’s, 
representing a great number of in- 
dividual insurers who operate in 
many syndicates, each of which ac- 
cepts only very small liabilities, 
means no reinsurance can be of- 
fered by the Lloyd’s market as 
reciprocity. ... 

It must not be forgotten that 
British companies are reinsuring 
each other to a very considerable 
extent. This was largely brought 
about by the last war. In the late 
thirties, when it was becoming 
more and more evident that another 
world war was in the offing, most 
British companies made provision 
amongst themselves for what were 
then called ‘shadow’ agreements. 
These enabled them on the outbreak 
of war, and with the gradual fall- 
ing away of the various Continen- 
tal markets occupied by Germany, 
to give each other cover in replace- 
ment of the Continental reinsurers. 
Thus was maintained one of the 
most precious assets of any direct- 
writing company—effective auto- 
matic reinsurance facilities. 

However, in recent years and 
currently, the interchange of rein- 
surance treaties by British compa- 
nies is gradually being reduced to 

Continued on next page 
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Continued from preceding page 


make place for exchanges with 
more and more companies abroad, 
a development which I feel to be 
quite sound as the large accumula- 
tions of liability inherent in the 
previous arrangements could well 
have very serious repercussions... . 


With the general tendency to in- 
crease retentions, and the recogni- 
tion of the ‘time and cost’ factor, 
facultative reinsurance is being 
used less and less, although there 
will always remain a need for facul- 
tative cover for exceptionally large 
risks. 

The classical surplus treaty con- 
tinues to be the most popular form 
of reinsurance because it combines 
elasticity and the possibility of se- 
lection for the underwriter with 
the attractiveness of a more or 


MUNICH 
REINSURANCE 
COMPANY 


UNITED STATES BRANCH 


Multiple 
Line 
Reinsurance 


EXECUTIVE OFFICE 


410 PARK AVENUE 


NEW YORK 22, N.Y. 


SOUTHERN DEPARTMENT ¢ ATLANTA 
MIDWEST DEPARTMENT ¢ CHICAGO 


less well-balanced contract. That 
is, it balances a sizeable volume of 
premium against a comparatively 
small maximum liability per risk. 

Then there is the more recently 
created excess-of-loss treaty in its 
various forms, which today holds 
sway in practically all fields of lia- 
bility insurance, but in the fire 
branch continues to be regarded in 
the main as an auxiliary form of 
protection in addition to the sur- 
plus treaty. The market for excess- 
of-loss business is rather restricted, 
being limited to a small number of 
British and Continental companies, 
apart from Lloyd’s, where the bulk 
of this business is transacted. 


Post-War Phenomenon 


Finally, mention should be made 
of a phenomenon which, although 
in fact as old as reinsurance itself, 
has only taken on its present-day 
importance in the years since the 
end of the war. This, of course, is 
reciprocity. Although ceding com- 
panies have always endeavoured to 
a certain degree to receive business 
back in exchange for the reinsur- 
ance they were ceding, this was 
not, even some thirty years ago, a 
prime consideration. Fire treaties 
were placed with stable and highly 





Reinsurance Company 
News 


S AND E INTERNATIONAL, LTD., 
is a new reinsurance firm with 
headquarters in New York City. 
Company will write all classes of 
reinsurance, specializing in new 
techniques for multiple peril and 
excess of loss treaties. It will also 
act as a clearing house for placing 
reinsurance from London and con- 
tinental markets in U. S. compa- 
nies and U. S. business with over- 
seas carriers. Bernard J. Daenzer 
is president. 

GENERAL REINSURANCE has 
opened a regional office in Chicago 
to handle facultative reinsurance. 
Area to be served by the new office 
takes in Illinois, Indiana, Michigan, 
and Wisconsin. 

JOSE M. RODRIGUEZ PADILLA and 
EDUARDO GONZALEZ ROSILLO have 
been named reinsurance represen- 
tatives in Mexico City, Mexico, for 
Republic National Life. 
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regarded companies as reinsurers 
in order to obtain first class cover 
in the event of loss. 

This was most necessary in the 
twenties, when fire business in this 
country and on the Continent of 
Europe went through a difficult 
phase and brought many years of 
adverse results. However, with 
continued technical progress and 





Roy C. McCullough 
has been appointed 
vice president and 
general counsel of 
General Reinsur- 
ance. Previously, 
McCullough had 
been assistant gen- 
eral counsel of Lum- 
bermens Mutual 
Casualty and had 
managed MPIRO in 
N.Y. 





the rapidly expanding economies of 
the post-war years, assisted by a 
generally satisfactory level of rates, 
fire business has come to be re- 
garded as one of the more profita- 
ble branches of the insurance indus- 
try. It is therefore not surprising 
that ceding companies showing an 
attractive treaty should demand 
from their reinsurers an equiva- 
lent quid pro quo in premium in- 
come. 

This process has taken several 
years, but the companies who are 
today showing satisfactory treaty 
results will consider it normal to 
earn over all 100 per cent premium 
reciprocity for their  cessions. 
Achievement of this standard has 
not usually been the product of de- 
liberate actions or policy, but has 
been brought about by each com- 
pany trying to get better value for 
its own reinsurances. 


Revolutionary Situation 


The consequences of these cir- 
cumstances appears to me to revo- 
lutionize the situation of direct- 
writing companies, and I feel that 
their effects have not always been 
appreciated to the full by under- 
writers or managements. They may 
be summarized as follows. 

Whenever a company obtains full 
reciprocity its net account (the 
amount retained on its own busi- 
ness plus the treaty reciprocity 
accepted) must equal the gross di- 
rect premiums it writes. It follows 
from this that by increasing the 
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net retention on its direct business 
and reducing its reinsurances ac- 
cordingly a company will not im- 
prove the overall position of its net 
account, because the reciprocity re- 
ceived for its reinsurance cessions 
will be reduced likewise. There- 
fore, subject to the profitability of 
its direct and inwards treaty busi- 
ness being equal, all that an in- 
crease in net retentions would 
achieve would be to concentrate the 
company’s commitments on part of 
its net portfolio, thus reducing its 


spread without increasing its over- 
all premium income. Were this 
fully appreciated the incentive to 
increase retentions would disap- 
pear, and progressive elimination of 
smaller risks from reinsurance 
treaties would be halted. 

In pre-war days one talked often 
of “giving away” business to rein- 
surers. The psychology underlying 
this attitude was based on the fact 
that in reinsuring excess amounts 
over one’s retention the essential 

Continued on page 10 
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Full-page advertisements 
like this, appearing in 
high-circulation Sunday 
supplements, plus a 
broad campaign in daily 
newspapers this Fall, 
will give 52 million 
people the answers to 
questions they ask 
about life insurance. 
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Designed to make millions of families 


“stop and think” 


This new campaign from 

the Institute of Life Insurance 

raises the questions an agent’s clients 
may raise —then shows how these 
questions can be answered by 














5 | unique advantages 


of life insurance 


Starting October 8, the Institute 
of Life Insurance begins a brand- 
new advertising campaign—re- 
minding families in all 50 states 
of 5 unique advantages of life 
insurance in a dramatically dif- 
ferent way. 

This campaign will appear both 
in high-circulation Sunday sup- 
plements and in daily news- 
papers. In the supplements, full- 
page advertisements will drama- 
tize moments in a family’s life 
when they stop...think...then 
ask themselves questions. 

Each message in the new series 
starts with a specific “unique ad- 
vantage”—relating to family pro- 
tection, a secure home, funds for 
college, a guaranteed fund for 


emergencies or a carefree retire- 
ment. But each advertisement 
covers not just 1 or 2, but 5 major 
advantages of life insurance. 


At the end of each message is a 
paragraph explaining the vital 
role of the life insurance agent in 
any planned program—and stress- 
ing how a family’s program 
should be reviewed regularly 
with him. 


All life insurance people can 
identify themselves with this pro- 
gram by using the tie-in material 
provided by the Institute. Mail 
enclosures, reprints, brochures, 
posters and other material are 
available free or at cost through 
your home office or association 
channels. Or write: 


Institute of Life Insurance 


488 Madison Avenue, New York 22, N. Y. 
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consideration was the protection to 
be obtained. In other words, com- 
panies reinsured “for cover,” reci- 
procity being a secondary consider- 
ation. However, since reinsurance 
treaties are nowadays’. traded 
against 100 per cent premium rec- 


iprocity, the volume and quality 
of reinsurances given off determine 
the amount of incoming business. 
The old-established practice of en- 
deavouring to retain as much as 
possible of the best-quality direct 
business for own account seems to 
lose its original foundation. Also 
it will be apparent that it is just as 
important for a company to have a 
profitable reinsurance treaty as to 
have a profitable net account, be- 
cause the large part of the com- 
pany’s net account represented by 


insurance 


rOKers 








Ex <¢ tv's 


i So Se 4 
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LIFE 1S SERVICE ...THE ONE WHO PROGRESSES IS THE ONE WHO GIVES 
HIS FELLOW BEINGS A LITTLE MORE — A LITTLE BETTER — SERVICE. 


inward treaties would be preju- 
diced by unsatisfactory outward 
treaty results. 

When thinking of the future, one 
cannot but be impressed by the 
thought that perhaps the most 
profitable way to assist the reduc- 
tion in administrative expenses and 
overcome the endemic staff short- 
age we are suffering from may well 
be to replace the usual first-surplus 
treaty by a quota-share arrange- 
ment which would ensure cheapness 
and simplicity in handling and at 
the same time provide a satisfac- 
tory block of business suitable to 
be traded against reciprocity. 
Where net loss ratios have been per- 
sistently lower than treaty loss ra- 
tios compensation could easily be 
made by an adjustment in commis- 
sion, as any reinsurer will always 
be prepared to pay a higher com- 
mission rate for a quota-share 
treaty than for a surplus treaty. Al- 
though it could be objected that, in 
view of its heavy liabilities on the 
larger risks, a company could main- 
tain only a much smaller share of 
its gross premium income on a 
quota-share basis than it could on 
a surplus basis, this could be over- 
come by: 

(a) Restricting the quota-share 
arrangement to such an amount as 
would cover the bulk of the com- 
pany’s business. 

(b) Retaining such proportion 
of the quota-share as would be equi- 
valent to its present net direct ac- 
count, subject to excess-loss protec- 
tion if deemed necessary. 


Gross Acceptances Watched 


The comparatively small number 
of risks which would exceed the 
amount to be fixed under (a) could 
still be dealt with on a surplus ba- 
sis. If necessary quota-share and 
surplus treaties could be ceded to- 
gether to the same reinsurers. It 
is, of course, recognized that spe- 
cial provisions might have to be 
made in a certain number of cases 
to avoid undue accumulations, such 
as of properties in warehouses, 
docks, and railway goods yards. But 
this would only mean control of 
gross acceptances and represent one 
aspect of what I should like to cal! 
the substitution of gross under- 
writing for net underwriting that 
may be visualized for the future. @ 
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Continental Casualty Producers Capture 
Fast Growing Youth Group Market 


Youth Leaders Welcome Continental’s Accident Coverage 


Much Needed Protection 


Youth is just naturally exuberant! Lead- 
ers of Scout Packs, Brownies, Camp Fire 
Girls, Y.M.C.A. and other groups* bear 
a sizable responsibility in conducting 
meetings and excursions for these young 
people. That’s why they welcome with 
enthusiasm the opportunity to get low 
cost accident insurance for those in their 
care. 

In offering Continental’s Youth Group 
Accident Insurance, producers achieve 
tnree worthwhile goals: 


@ Perform a public service that will be 
appreciated and will make them 
more than ever a part of the com- 
munity life. 


Build volume business by seeing that 
the children, as well as the leaders and 
sponsoring committee members in 
each group have a full year’s accident 
coverage at only $1 per person. 


Make contacts which not only result 
in sales now, but which can also lead 
to future contacts and opportunities 
among other civic leaders— business 
that is renewable year after year. 


*The mention of specific organizations does not imply en- 
dorsement or approval of the policy by such organizations. 


FOR DETAILS ON CONTINENTAL’S YOUTH 
GROUP INSURANCE, SEE YOUR NEAREST 
CONTINENTAL AGENT OR BRANCH REPRE- 
SENTATIVE—OR FILL OUT AND MAIL THE 
COUPON. 


CONTINENTAL CASUALTY COMPANY 
A Member of the Continental-National Group 
Continental Assurance Company 
National Fire of Hartford 
Transportation Insurance Company 
Transcontinental Insurance Company 
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Continental Casualty Company 
Room 2802, 310 S. Michigan Ave., Chicago 4, Illinois S-9 


C) Please send me full details on your Youth Group Policy. 
[] | am interested in an agency appointment. 


[] | am interested in a brokerage appointment. 


NAME 


ADDRESS 





Results of our 
“Agents Seminars” 


During 1960, executives of The Atlantic Companies got together with independent agents in all 
parts of the country for a series of informal meetings. They discussed industry problems and goals, 
ideas and “gripes”. We knew these meetings would be stimulating — but we had no concept of the 
number of practical, business-building ideas they would produce. Here are five ideas that our 
Companies, with agents’ help, have already turned into realities... 





as COOPERATIVE ADVERTISING PROGRAM: Advertise- 
CAA ments telling the public why to buy insurance 

‘5 é) through independent agents are appearing in 90 
\> newspapers coast to coast, with agents’ tie-in list- 
ings. Agents pay half the cost of their listings only. 


PREMIUM BUDGET PLAN: The easiest-to-use monthly 
payment plan in the industry, utilizing a novel 
slide-rule calculator, has been made available to 
agents. The cost to the insured (10 month plan) is 
$2.52 per $100 of financed premium. 


RESEARCH AND DEVELOPMENT PROGRAM: Agents 
now benefit from a newly established “idea mill” 
which meets in Atlantic’s Home Office and Mid- 
west and Pacific Division offices to analyze and 
improve anything from claims service to policy 
forms. 


BUSINESS SAFEGUARD PROGRAM: With the advice 
of agents, a coordinated group of flexible package 
coverages for all types of businesses has been 
designed. “Retailer’s Safeguard” has already 
proved itself in a number of states. 


AVERAGE COMMISSION SYSTEM: Eligible agents can 
take advantage of a new system which saves time 
and money in their office and in ours. 


a, 


Because of the success of these seminars, we will be inviting more of our agents to sit down with 
us for straight-from-the-shoulder talks in the months ahead. We hope that you will be willing to 
spare the time. Meanwhile, our sincere thanks for your past cooperation. 


Business Established 1842 


THE ATLANTIC COMPANIES 


ATLANTIC MUTUAL e CENTENNIAL 
28 Offices in Cities from Coastto Coast ° Home Office: 45 Wall Street, New York 5 


Multiple Line Companies Writing Marine, Fire and Casualty Insurance 
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COMPARE THIS 
NEW MCNY HEALTH 
PROGRAM WITH 
ANY ¢ THER 





It’s a combination of | 


. Top commissions on both : : oe 
the D.I. and M.M. policies Disability Insurance 


. Liberal benefits, competitive and Major Medical to 
— give you a double 
. Minimum of exclusions opportunity for sales 


. Unusual combinations 
of high inside limits and 


co-insurance (in M.M.) Mutual Of New York, Dept. SP-961 
Broadway at 55th Street, New York 19, New York 


4é 9 
. Du. — — to age 65, Sounds good to me! Please send me your FREE brochure 
conditionally continuable describing MONY’s new health policies. 


to age 70 Name 


. Waiver of premium (on male Address 
only) built into M.M. City 


Mura 0. N.. York 


The Mutual Life Insurance Company Of New York, New York, N. Y. 
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TOO SHORT 
to be LITTLE! 


Through thought, deed, 
and principle, people grow BIG 


The American College of Life Underwriters exists to help all members 
of the life insurance profession grow. In gaining the CLU designation, 
you acquire usable knowledge that makes your services to your clients 
even more valuable. In accepting the key, you pledge yourself to abide 


by a code of ethics that results in personal and professional respect. 
Enroll. now. for the next CLU study course. 
Be big in your business. 


As Disraeli said. “Life is too short to be little!” 


The UNION CENTRAL LIFE 


Insurance Company * CINCINNATI 
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BULLETIN: 


TO ZLTNA PRODUCERS 


Get into the ball game in a big way this 
month. You have a wonderful opportunity to 
WIN MORE than ever before for yourself and 
your family. Team up today with your Attna 
Fieldman for a break-through to higher in- 
come levels plus extra rewards and recogni- 
tion for practically every new A&tna policy 


Proven Symbols of Professional Service 


ALTNA INSURANCE COMPANY e HARTFORD 15, CONNECTICUT 





























: WINTER SPRING 
Home inspection during Fire PreventionWeek Tagging Christmas trees with safety tips Helping with local Spring Clean Up 


HARTFORD FIRE INSURANCE COMPANY « HARTFORD ACCIDENT AND INDEMNITY 
| F RD COMPANY « HARTFORD LIFE INSURANCE COMPANY «+ HARTFORD LIVE STOCK 
I N S U R A N C E fs R O U P INSURANCE COMPANY «+ CITIZENS INSURANCE COMPANY OF NEW JERSEY + NEW 


Pry : YORK UNDERWRITERS INSURANCE COMPANY « TWIN CITY FIRE INSURANCE COMPANY 
Hartford 15, Connecticut 
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State-by-State 


Colorado. The state’s Supreme 
Court refused to reconsider a 
month-old ruling which declared a 
key section of the auto financial 
responsibility law unconstitu- 
tional. (August 1961 SPECTATOR) 
Following the court’s refusal to 
reopen the case, State Revenue 
Director Theobald said he would 
reinstate 15,000 driver’s licenses 
suspended under the financial re- 
sponsibility act. 


Kentucky. Last month this state 

became the second to put into 
effect fire insurance rates which 
vary with the value of the dwell- 
ing. Commissioner Hockensmith 
announced higher rates on dwell- 
ings and contents valued at $5,000 
or less and lower rates for fire 
insurance where the value is more 
than $5,000. 

The Commissioner said the new 
rates “were intended to distribute 
more equitably fire insurance 
costs according to the size of the 
policy.” Loss experience on low- 
priced dwellings has become 
worse in the last six years. Agents 
complained that they were having 
trouble placing these risks with 
the companies. 

Under the new plan, in Louis- 
ville a $2,500 frame, one-family 
dwelling will have an increase of 
72.2 per cent in its fire insurance 
rate. There also, a $8,000 frame, 
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one-family dwelling will have a 
rate drop of 27.1 per cent. 

In June Tennessee put in a sim- 
ilar rate schedule, raising fire 
rates on dwellings valued at 
$5,000 or under. 


New York. All employers in the 

state, including those with only 
one employee for 30 days of the 
year, must carry workmen’s com- 
pensation and disability protec- 
tion after January 1, 1962. 

The state’s Workmen’s Compen- 
sation Board announced that as a 
result of legislative action this 
year, “An employer of one or more 
employees on or after January 1, 
1962, is required to have work- 
men’s compensation insurance. An 
employer having one or more em- 
ployees on each of at least 30 days 
in any calendar year after June 
30, 1961, is required to have dis- 
ability benefits insurance on or 
after January 1, 1962, or four 
weeks following said 30 days of 
employment, whichever date is 
later.” 

The exclusions apply to groups 
protected under federal legisla- 
tion, to the clergy, and to farm 
labor. 


Utah. The state switched its 
multi-million-dollar fire pro- 
tection on August 1 to save close 
to $50,000 in annual premiums, re- 
ports Clark R. Hopkins, State Fi- 
nance Commission member. 
Formely, Utah carried 300 dif- 
ferent policies. Each carrier paid 
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a prorata share of each loss, so 
that some loss payment checks 
were less than $1. 

Now nine agents and nine car- 
riers will be responsible for pro- 
tection of more than $100 million 
in state property. Tracy Agency 
in Salt Lake City and Hartford 
Fire will be agent and company 
of record, will receive 25 per cent 
of the policy, and will service the 
account. 

State property comes under the 
new public and institutional fire 
rating, saving Utah about a quar- 
ter of its former premiums. More 
will be saved because the new 
plan carries a $1,000 deductible. 
The new premiums will total 
about $98,000, compared to $142,- 
000 annually under the former 
system. 


Michigan. Predicting holiday 
death tolls on a nation-wide 
basis is merely a “scare campaign, 
a negative approach that has 
never worked,” Fred Rehm, gen- 
eral manager of the Automobile 
Club of Michigan, charged this 
month. He also said that safety 
crusades tending to emphasize 
“speed and drunken driving” as 
the major accident causes were 
misleading and valueless in ac- 
tually reducing traffic mishaps. 
The chief result of such tactics, 
Rehm contended, was to discour- 
age many persons from making 
enjoyable holiday trips. “There is 
too much emphasis,” he said, ‘“‘on 
holiday week-ends; every other 
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week-end is just as bad. And the 
average driver doesn’t think all 
the talk about drunk drivers and 
speeders applies to him so he dis- 
regards it.” His club emphasizes 
every-day driving tips, such as 
proper passing, guarding against 
fatigue, and keeping cars in good 
condition. 


New York. “Am I still covered by 
my automobile insurance 
while driving in a car pool?” 

The answer is yes, according to 
a statement from NBCU and 
NAUA, the auto rating bureaus. 
There is a clause in the standard 
policy which says it does not ap- 
ply “to any automobile while used 
as a public or livery conveyance.” 
But the clause in policies under 
NBCU and NAUA does cover an 
insured in car pool] driving. 

But there is a note of warning: 
The financial liability limits of the 
average policy are hardly ade- 
quate to cover serious injuries to 
five or six men. 


Utah. Now the state’s attorney 

general has ruled it is legal 
to sell accident insurance through 
vending machines. State Insur- 
ance Commissioner had requested 
the opinion. 

Such sales are legal, the attor- 
ney general noted, only if the 
vending machine is supervised by 
a licensed resident agent. Insur- 
ance not sold through a resident 
agent, whether by vending ma- 
chine or not, must be counter- 
signed by a licensed agent. 

Earlier this year (June 1961 
SPECTATOR), the Commissioner had 
refused permission for vending 
life insurance through machines 
on the grounds it violated the 
countersignature law. 
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William A. Berridge has retired from his 
position as economist of Metropolitan Life. 
He has been retained by the company as 
a consulting economist on a half-time basis. 
Berridge, a pioneer in the application of 
economics in the operations of life insur- 
ance, has been an officer of the company 
since 1927. He has written many articles 
for THE SPECTATOR, including in 1952 a 
two-part study of "Life Insurance and Na- 
tional Income" on social and economic in- 
fluences between the years of 1929 and 
1951. 


Charles E. Becker (I.), president of Frank- 
lin Life, Springfield, IIl., congratulates Henry 
Abels who has completed 63 years with 
the company and still goes to the office 
every day. 


Above (at r.) Governor John Dempsey of 
Connecticut accepts the first certificate, 
which he purchased for his mother under 
the new Connecticut 65 plan. With special 
permission from the legislature, companies 
have pooled experience and underwriting 
capacities to develop this comprehensive 
health protection for people 65 and over. 
(See April Spectator.) With the governor 
are L. R. Lyman, Jr. (I.), of the Travelers, 
acting manager of the plan, and Frederick 
P. Perkins, senior vice president of Aetna 
Life, and member of the executive com- 
mittee of Connecticut 65. 


Equitable Life Assurance Society of the 
U.S. has won top honors for its educa- 
tional film, "The Owl and Fred Jones." 
Above, Bernard A. Barnett (I.), presents 
certificate for the National Visual Presen- 
tation Association to Howard Ennes of 
Equitable. Film explained effects of habits 
on health, stressing avoidance of over- 
eating. 
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Company News 


UNITED Equity LIFE, Chicago, 
Ill., stockholders have approved the 
acquisition of Midwest Life, Joliet, 
Ill., a mutual. Step will add $10 
million of life in force to United’s 
books. United Equity since early 
in 1961 has specialized in life in- 
surance for persons with heart 
disease. 

HARLEYSVILLE LIFE, member of 
the Harleysville Companies, began 
operations in July. Initial opera- 
tions are limited to Pennsylvania, 
with seven types of policies avail- 
able. The life firm is a stock com- 
pany, while casualty operations are 
mutual. Capital is $300,000 with 
$600,000 surplus. 

INLAND LIFE, Chicago, has _ is- 
sued 375,000 shares of additional] 
stock to provide more capital and 
surplus for increased operations. 
Company presently operates only 
in Illinois. 

ALLIED MUTUAL is the new name 
for the merged operations of Town 
Mutual Dwelling Insurance and AI- 
lied Mutual Insurance of Des 
Moines. Combined companies re- 
port assets of $25 million. 

UNITY MUTUAL, Howard Lake, 
Minn., is the new name for the 
Stockholm Fire of Howard Lake 
and Buffalo Mutual Fire of Buf- 
falo. 

MAINE INSURANCE, Portland, will 
increase its capital stock from 250,- 
000 to one million shares. 

State Admissions 

All American Life & Casualty, 
Park Ridge, Ill., to New Jersey. 
Now licensed in 41 states and the 
District of Columbia. 

American Title, Miami, to Ha- 

Continued on following page 
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CAPITOL HEADLINES By Dave Heinly 


Insurance for the Space Age will come out of Congress this year. 
The National Aeronautics and Space Administration is getting 
new powers to insure space contractors engaged in “extremely 
hazardous” projects. The program will be similar to those already 
in use by the Atomic Energy Commission and the Defense Depart- 
ment. Indemnification will be granted to space firms only after 
private insurance resources have been exhausted. 


The government is tuning up for a two-pronged drive aimed at 
“foreign” insurance companies. Top Senate Trustbuster Estes 
Kefauver warns that his Senate committee “may” investigate the 
insurance industry, with emphasis on regulation of foreign firms 
doing business in the U. S. At the same time, Internal Revenue 
Service Commissioner Mortimer M. Caplin is anxious to close so- 
called tax loopholes enjoyed by U.S. insurance firms with foreign 
subsidiaries which enjoy “artificial tax havens overseas.” If Con- 
gress fails to enact President Kennedy’s tax legislation, IRS will 
try to push a crack down through executive powers it already has. 


Legislation which would force the nation’s biggest auto makers 
to get out of the auto insurance business has been laid aside until 
next year. The House Antitrust Subcommittee tentatively okayed 
a bill which would make it unlawful for any car manufacturer to 
offer consumer finance and insurance services on their products. 
Final approval was put off pending further study. 


Export-Import Bank’s plea to the insurance industry for a 
“single comprehensive policy covering both commercial and politi- 
cal risks” to offer U. S. exporters will soon be answered with the 
most comprehensive plan so far. Exim’s Vice-President Tom Kil- 
lefer says the bank is on the verge of announcing a broad new plan 
negotiated with private companies in which Exim will provide 
guarantees for exporters against political risks and “perhaps” 
some portion of credit risks. Killefer says private firms will form 
a syndicate, acting through a single manager, to come up with the 
policy draft. 


Insurance firms in the District of Columbia won at least a Sen- 
ate committee’s approval on a bill (H.R. 7482) to allow variable 
annuity firms to issue conventional life policies. Under terms of 
the bill, variable annuity contractors would be allowed to do busi- 
ness as ordinary stock life companies by granting contract holders 
limited voting and management rights. The same bill has already 
cleared the House and needs only full Senate approval before 
going on for the President’s signature. 
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Continued from preceding page 
waii. Now licensed in 38 states, 
District of Columbia, Puerto Rico, 
and the Virgin Islands. 

Preferred, Grand Rapids, Mich., 
to Rhode Island. Now operating in 
44 states and the District of Co- 
lumbia. 


And in the Future 


October 1-3—Conference on population 
trends, auspices Columbia Graduate 
School and Institute of Life Insurance. 
Arden House, Harriman, N. Y. 

October 2-4—Symposium on "Health Care 
Issues of the 1960's." Sponsored by Group 
Health Insurance, Inc., GHI Office, 221 
Park Ave. S., New York. 

October 8-11—I4th Annual meeting of the 
Systems and Procedures Association, Stat- 
ler-Hilton and Pick-Carter Hotels, Cleve- 
land, Ohio. 

October 8-14—Fire Prevention Week, spon- 
sored by the National Fire Protection 
Association. 

October 9-10—Annual meeting, Conference 
of Actuaries in Public Practice, Sheraton- 
Blackstone Hotel, Chicago. 

October 9-13—American Life Convention, 
annual meeting, Edgewater Beach Hotel, 
Chicago. 

October 11—CLU Seminar, Marquette Uni- 
versity, Milwaukee. 

October 16-18—Annual convention, National 
Association of Mutual Insurance Agents, 
Detroit. 

October 16-20—National Safety Council, 
annual convention, Hilton and Pick-Con- 
gress, Chicago. 

October 16-20—Annual meeting, American 
Society of Safety Engineers, Conrad 
Hilton Hotel, Chicago. 

October I17—CLU Seminar, Washington 
Athletic Club, Seattle. 

October 18-20—Annual meeting, Institute of 
Home Office Underwriters, Jung Hotel, 
New Orleans. 

October 19—Fourth annual conference, 
Delaware Valley chapter, American So- 
ciety of Insurance Management, Bellevue 
Stratford Hotel, Philadelphia. 

October 23-29?—The Eighth Hemispheric 
Insurance Conference, Lima, Peru. 

October 30-November | — Annual conven- 
tion, California Association of Insurance 
Agents, Biltmore Hotel, Los Angeles. 

November 8-10 — Annual meeting, LIAMA, 
Edgewater Beach Hotel, Chicago. 

November 13-15— Health Insurance Asso- 
ciation, Individual Insurance Forum, Sher- 
aton Hotel, Philadelphia, Pa. 

November 13-15—Annual meeting, Society 
of Actuaries, Greenbrier, White Sulphur 
Springs, West Va. 

November 13-16—Annual meeting, Na- 
tional Association of Independent In- 
surers, Hotel Biltmore, Los Angeles, Calif. 
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Our Changing Population: 
Young Adults Taking Lead 


ROJECTIONS recently compiled by the Census Bureau indicate 

that the age group in its twenties will increase by more than 
a fifth in the last half of this decade. For the first time in this 
century, this age group will pace the country’s population growth. 

The trend is in marked contrast with the last two decades. Popu- 
lation growth during this period was dominated by unusually large 
increases in the number of children and those in their middle and 
older years. 

A study of Census Bureau figures by the Institute of Life Insur- 
ance shows that those in the age bracket between 20 and 39 showed 
the least growth during the past two decades. In fact between 
1950 and 1959, this age group actually declined by 134 million in 
the nation’s total population figure. The drop was due to the low 
birth rate of the depression years of the 1930’s. 
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Growth trend by broad age groups 
as percentage of total increases 


Period Under 20 20 to 39 40 and over 


1900-10 F 
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*(p) Projected 


Source: U.S. Bureau of the Census Prepared by the Institute of Life Insurance 











Between 1970 and 1975 it is expected that the younger adults 
will comprise 49 per cent of all the people in United States. This 
is bound to influence greatly the national economy. For example, 
a lift is in sight for both housing and durable goods, both rather 
sluggish performers recently. A recent Federal Housing Adminis- 
tration study of mortgages shows those in their twenties and 
thirties by far the nation’s biggest home buyers. Together, this 
age group buys about 75 per cent of the new homes and close to 
that number of existing homes. The younger adults are also the 
largest group buying automobiles and other durable goods. 

Because of their needs and those of their growing families, large 
savings are not a characteristic of younger adults as a rule. Per- 
sonal debt tends to be relatively high. However, this 20-39 age 
group leads all others in purchase of ordinary life insurance. They 
acquire 50 per cent of the number of policies and two-thirds of the 
face value annually. @ 





November 30—Annual meeting, Insurance 
Federation of New York, Hotel Astor, 
New York. 


December 4-8—National Association of In- 


surance Commissioners, Regular meeting, 
Adolphus Hotel, Dallas. 


December |12—Institute of Life Insurance, 
annual convention, Waldorf-Astoria, New 
York City. 

December 13-l14—Annual convention, Life 
Insurance Association of America, Wal- 
dorf-Astoria, New York City. 


THE SPECTATOR 





ATTENTION 
General Agents + Brokers + Personal Producers 


Mail the coupon below and... 
I'll prove you can increase your 
present income up to 40% 


I'm Ray Campbell, Life Agency Director for Old Equity Life Insurance Company. Over the years we have 
built a solid reputation in the Health Insurance field. Now we are actively engaged in setting up a complete Life 


Insurance Division. 


I'd like to talk to you if you are one of the following: 





1. A personal producer writing at least $300,000 a year 


and NOTE 
who wants the opportunity to start your own General Agency Old Equity writes 
or NON-MEDICAL 
2. You are already an established G.A. or Broker and want to increase your : ‘up to and 
income without increasing your present volume. including renclll 50! 











Frankly, we need good men... and we're willing to pay. Our new fully vested commission schedule is TOPS. 
That's why | say, “‘I’ll prove you can increase your present income up to 40%!”’ 


| won’t waste your time. After you see Old Equity’s ‘‘10 Point Success Plan’’ — you'll know you can increase 
your earnings immediately—WITH NO INVESTMENT ON YOUR PART EXCEPT YOUR TIME! 


Tear off the coupon below and mail it right now . . . TODAY! Opportunities are presently available in: 


° Illinois Warelrelare lowa ° Kentucky 


ear delare ° Arkansas ° mlelalere) 
Mississippi @ Missouri @ Ohio @¢ Oklahoma 


e Louisiana e¢ Michigan e@ Minnesota e 
e Pennsylvania ¢ .Tennessee ¢ West Virginia 








MAIL THIS COUPON NOW...TODAY! 


Sain @ Old Equity Life Insurance Co. 
oe | Old Equity Building 


old equity building, evanston, illinois | Evanston, Illinois 


‘Your passpod lo securily”” | To Ray Campbell: 


I want to increase my present income up to 40%. 
| | am presently a 








OLD EQUITY LIFE 


| () General Agent [J Broker (J High Personal Producing Agent 





If you're attending the NALU Convention Sep- and would like an opportunity in the State of ____—_ 


tember 24th to 29th in Denver — visit us at 
our Hospitality Suite in the BROWN PALACE 


HOTEL. 
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On the Boardwalk in Atlantic City 


The Boardwalk and bathing beauties are associa- successful insurance agencies in town. For 30 of 


tions that come immediately to mind, for most 
people, at mention of Atlantic City. But to John 
R. Siracusa and John, Jr. (shown above on the 


the concerns’ 67 years, they have represented 
Standard Accident. ‘‘We like to do business with 
Standard Accident,”’ states John R. Siracusa, Jr., 


“* because the Standard’s confident attitude toward 
our agency and their independent-thinking under- 
writing department have contributed immeasure- 
ably to our growth . . . and indirectly to the growth 
of Atlantic City.” 


Boardwalk), there’s far more to this long-famed 
resort center. It’s a dynamic, flourishing, forward- 
looking business community. It’s one of the nation’s 
foremost convention centers. Convention Hall 
(background), in fact, is the world’s largest indoor 
You’ll like to do business with Standard Accident, 
too. Want to talk about it? 


SO" Mi SYMBOL OF SERVICE FOR 77 YEARS 


STANDARD ACCIDENT 


INSURANCE COMPANY 


640 TEMPLE AVENUE «+ DETROIT 32, MICHIGAN 
FIRE ¢ MARINE e FIDELITY e¢ SURETY 


auditorium . . . and, as a note of interest, the 
Siracusa Company played it’s part in a recently 
completed, 3! million dollar modernization of the 
Hall, by handling a substantial portion of the 
required contract bond (written, incidentally, by 


Standard Accident). 


° 
« 
ftraest 


Many 


¥ 
= 
= 
s 
o 
% 
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Finally, needless to say, Atlantic City is ‘‘home’’ 
for the Siracusa Company .. . one of the most 


solidly established (since 1894), respected and CASUALTY e 
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LEGEND OF GROWTH 
FROM COAST TO COAST 


ASSETS ... $1,059,177,853  »« INSURANCE IN FORCE... $5,241,276,317 


THE WESTERN and SOUTHERN LIFE INSURANCE COMPANY 


Home Office, Cincinnati, Ohio « A Mutual Company « William C. Safford, President 
REGIONAL OFFICES: 
Philadelphia, Pa. e Jacksonville, Fla. e Asheville, N. C. ¢ St. Louis, Mo. e Houston, Texas « Los Angeles, Calif. 
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BEHIND 


THE 





NYLIC 
AGENT.... 


Modern products... 
another reason why 





To meet the demands of today’s expanded, 
diversified insurance market, New York Life’s 
complete modern line gives the Nylic Agent a 
plan for every prospect—whether his client 
wants Ordinary Life or Accident & Sickness 
Insurance, on an Individual or Group basis. 
Among the newest additions to New York 
Life’s line are: 


Family Endowment Plan — Insures entire 
family in one policy—then pays Father an 
endowment at age 65. The one premium can 
be paid monthly or by Check-O-Matic—the 
automatic premium-paying method. 


Guaranteed Insurability Option— Issued 
from birth to age 37, GIO guarantees the 


THE NEW YORK LIFE AGENT 


IN YOUR COMMUNITY BE 
1S A GOOD MAN TO KNOW 





A complete line of 


modern products to 
give him greater 
sales potential! 


future right to specified increases in life insur- 
ance protection at standard rates. . . regard- 
less of future health. 


Employee Protection Plans — Now include 
Major Medical protection along with Life, 
Weekly Indemnity and Basic Medical care 
coverages for firms with from 4 to 50 employees. 


Accident & Sickness— The modern Home 
Protector Disability Policy that helps provide 
income when disabling injuries or illnesses 
prevent wage earner from working. The policy 
is noncancellable and guaranteed renewable 
to age 50, 55, 60 or 65 (in most states) depend- 
ing upon termination age selected. 


—— New York Life 


Insurance Company 


51 Madison Avenue, New York 10, N. Y. 


A MUTUAL COMPANY FOUNDED IN 1845 


Life Insurance « Group Insurance + Annuities 


Accident & Sickness Insurance «+ 


Pension Plans 
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Now—more strongly than ever—U.S.F.&6G. reaffirms its faith in the 
independent agent with unusual full-color page advertisements like 


this in The Saturday Evening Post, Time and U.S. 
Now—more strongly th 


You can span obstacies... and still not know how to pian insurance 


Without the help of an agent, the man who builds can fall down badly 

effective insurance program. So can you. Whether you're building a bridge or a business 
a home or security for your family, get the profes: na ssistance of the independent agent 
representing USF&G. You'll find he can help you plan a sound program of protection. Select 


and consult your independent insurance agent ort ker as you would your doctor or lawyer 


THE ?. 
> ( 


SiURL TY FRE MARINE INSURANCE © fDELITY SURETY BONDS 





United States Fidelity & Guaranty Co., Baltimore 3, Md. 
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““Unforeseen events...need not change and shape the course of man’s affairs” 


“It hurts here, too, Doctor.” 


When an accident lays you up, you need money almost as much as you need medicine. 
A Maryland personal accident policy can administer first aid to your pocketbook 
and to your state of mind. It pays you an income while you're disabled. It pays your 
medical expenses resulting from accidental injury. It provides a lump sum payment 
in case of death, loss of limb or sight. See how little a personal accident policy costs. 
Call your local independent agent, or broker, who represents the Maryland. 
Remember: because he knows his business, it’s good business for you to know him. 


MARYLAND CASUALTY COMPANY 


Baltimore 3, Maryland 


There are many forms of Maryland protection for business,industry, and the home, available through 10,000 agents and brokers. 
Another striking advertisement to help build more business for the local agent or broker. 


THE SPECTATOR 





» fully naid CONVENTIONS 


PO FE PEE WORE civics venevneseeeeewienes, 


Highly enjoyable and extremely popular are National 
Reserve Life’s carefully planned conventions—and re- 
member, they are fully paid for both man and wife. 
Combining both social activities of popular character 
and beneficial seminar sessions, our conventions also 
feature helpful talks by nationally-known authorities 
in their fields. 


Enduring As Rushmore > AF EXCELLENT TERRITORIES AVAILABLE! 


Write us today if you are ready for General Agent 
opportunity and let us give you complete infor- 
mation regarding territories currently available. 
All correspondence held in confidence. 


H. O. CHAPMAN 
COMPANYy President 


S. H. WITMER 
Chairman of the Boord 


at 


Topeka + Sioux Falls 
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One of a series of great mutual efforts: 
































3 (Northwestern, 
that is) 


It took the mutual effort of John Alden and Myles Standish to win the hand and 
heart of fair Priscilla. It still works—any proposal is easier when it’s made as a mutual 
effort. An agency agreement with Northwestern speaks for itself—lets you offer 
the extra service of your own local agency with the 
extra savings of this strong mutual—to your and 


your clients’ mutual advantage. Speak j ae 
yourself—write 
Northwestern 
for details 
of an agency 


NORTHWESTERN agreement. 


MUTUAL INSURANCE COMPANY 


* HOME oF LE + WASHIN 


CASUALTY * AUTOMOBILE « INLAND MARINE 
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Performance vs. Projection 


How much better did the clients of National 
THE TRUE PICTURE Life agents fare in ordinary life sales 20, 15, 
10 years ago in terms of net cost? Here is 

OF NET COSTS National Life’s performance record: 


ACTUAL NET COST PERFORMANCE VS. 
POLICY AGE PROJECTION (OL PER $1,000) 
ISSUED 





35 20% better than projected 
45 8% better than projected 
10% better than projected 














4 Pearl Harbor 


1 4 34% better than projected 
20% better than projected 


(15 YEARS) 11 % better than projected 

















United Nations General Assembly 





Rs 34% better than projected 
45 24% better than projected 
(10 YEARS) js 16% better than projected 














Korean War 
i GR fect SRE Tu 


OVER THE YEARS National Life’s liberal dividend prac- 
tice has placed the Company among the very foremost 


low-net-cost companies in the country. The following 
projection, based on our 1961 dividend scale, which 
is not guaranteed, shows net costs over 20, 15 and 10 
year periods. 


PROJECTED NET COSTS PER $1,000, BASED ON 
ORDINARY LIFE, MALE, $25,000 POLICY. 


20-Year Projection 15-Year Projection | 10-Year Projection 


$ 28.92* $ 1.08* $ 14.50 
$ 31.07 $ 41.44 $ 43.14 


$190.06 $156.93 $120.54 
*Net Gain 


























Co "(EA National Lite of VERMONT 
in Oe \ FAN j Insurance Company Montpelier 


FOUNDED IN 1850-..A MUTUAL COMPANY... OWNED BY ITS POLICYHOLDERS 
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The Chartered Life Underwriter’s key opens wide a life 
insurance man’s future. His C.L.U. studies give depth and scope to his knowledge 
of life insurance. They equip him to provide even more effective service to 


his clients. 

John Hancock is proud to acknowledge the work of the American College of 
Life Underwriters in furthering professional standards in life insurance. Our 
John Hancock men are steadily encouraged to work toward the C. L. U. designation 
as a vital step in their careers. 


—- 
MUTUAL LIFE INSURANCE COMPANY 
BOSTON, MASSACHUSETTS 
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S Gi. 


known 
by the company 
he keeps 





The Continental Insurance Company . Firemen’s Insurance Company of Newark, New Jersey ° Fidelity-Phenix Insurance Company 
Niagara Fire Insurance Company . The Fidelity and Casualty Company of New York «  National-Ben Franklin Insurance Company of Pittsburgh, Pa. 
Milwaukee Insurance Company of Milwaukee, Wis. ¢ Commercial Insurance Company of Newark,N.J. © The Yorkshire Insurance Company of New York 
Seaboard Fire & Marine Insurance Company . Niagara Insurance Company (Bermuda) Limited * Royal General Insurance Company of Canada 


80 MAIDEN LANE, NEW YORK 38, NEW YORK —————= HOME OFFICES 10 PARK PLACE, NEWARK 1, NEW JERSEY 
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SPRINGFIELD 1, MASSACHUSETTS @ ORGANIZED 1651 


A NEW DAY FOR C.L.U. 
AND NON-C.L.U. ALIKE 


To the 7,000 C.L.U.s throughout the coun- 
try and the 12,250 men and women now en- 
rolled in C.L.U. study, the recent dedication 
of Huebner Hall represents the achievement 
of a cherished vision. 


Thirty years ago and more, the C.L.U. 
movement started as a concept in the minds 
of Dr. Huebner and those dedicated NALU 


leaders who saw the vision. 


Today the edifice in Bryn Mawr is tangible 
evidence that the American College of Life 


Underwriters and the professional body of 
C.L.U.s known as the American Society of 
Chartered Life Underwriters are established 
and accepted at last by the public and the 
great body of life underwriters. A vivid 
demonstration of the power of an idea whose 
time has come! 


It will be no less important from today on 
to encourage the new men in our business to 
undertake C.L.U. study. But of even greater 
importance, those of us who are C.L.U.s re- 
alize that C.L.U. is only the beginning. To 
live up to our own ideals, we must continually 
grow — and to help us, our American Society 
publishes the C.L.U. Journal and Query, and 
provides the C.L.U. Institutes. Other plans 
are under way to increase and improve our 
continuing education. | bespeak our contin- 
ued enthusiastic participation both as indi- 
viduals and as Chapters in the C.L.U. pro- 
gram. 


Sika d latte 


General Agent, Syracuse 
President, 

C.L.U. Association of the 
Massachusetts Mutual 
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Operating a successful agency today requires really 
superior insurance ‘tools’ —and plenty of them. That's 
why American Casualty offers an extremely versatile 
multiple line portfolio which provides all major coverages 
for business and personal accounts. It includes suck 
specialty lines as Professional Liability (20 kinds) 
Mortgage Protection plans for financial institutions 
two competitive electromatic Auto programs” . a 
superb Health insurance portfolio ... ‘retro’ plans for 
General Liability, Automobile and Compensation . 
composite rating plans for General Liability and Auto 

Boiler & Machinery coverages”® ... group and 
ordinary Life insurance* . . . new CRAFTMASTER boat 
policy .. . and many, many others. 


PLUS one of the most valuable tools of all—the 
ACCOPLAN Premium Budget Program for personal and 


business accounts. 
*In most states 


AMERICAN 
CASUALTY 


61 Branch and Service Offices Coast to Coast 





Home Office — Reading, Pennsylvania . Since 1902 
Licensed and operating in all states, 0.C., Canada and Puerto Rico 
Affiliate VALLEY FORGE LIFE INSURANCE COMPANY 
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‘The most important 
decision in my 
business life... 
joining Franklin’ 


Jerry I. MATUSOFF 


Mr. Francis J. O’Brien, Vice President Dayton, Ohio 
The Franklin Life Insurance Company July 24, 1961 
Springfield, Illinois 


Dear O’B: 


Having now spent approximately four and a half years with the Franklin Life, 
I feel compelled to make you aware of what I call the “record.” 

In my six and a half years with another life insurance company, my volume 
of business averaged $500,000 per year; my premium volume average was 
approximately $15,000 per year. The “records” show that I have produced for 
the Franklin Life in excess of $1,000,000 annually; and during the last two 
years, I have been a member of the NALU Million Dollar Round Table. My 
premium volume has averaged $31,000 annually since joining the Franklin. 

Becoming associated with the Franklin Life was the most important decision 
in connection with my business life that I have ever made. There are many 
reasons for the tremendous increase in my production. Briefly, some of these 
are Home Office spirit, the background and quality of the company, and 
cooperation of the Home Office from president to clerk. 

We have the same plans available that all the other life insurance compa- 
nies offer, plus the outstanding “Franklin Specials” which only we offer. I 
feel that the Franklin Life is the most alert, up-to-date, progressive large life 
insurance company in the industry. 

I am looking forward to even better results through my Franklin association 
in future years. 

Sincerely, 


Jerry I. Matusoff 








Lhe Friendly 
FIRANTIKILEN ILITIRIE comeany 


CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
The largest legal reserve stock life insurance company in the world devoted 
exclusively to the underwriting of Ordinary and Annuity plans. 


Over Four Billion Dollars of Insurance in Force 
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in 


“Te ee 


“Mr. Whimbly, ’'m watching a show that’s giving me some 
good ideas on how we can deal with tough prospects.” 


Don’t listen to this hombre, Whimbly. To- 
day’s comp and liability insurance buyers are 
too quick on the draw. What they need is 
Bituminous’ application of modern rating 
plans, tailored to individual requirements. This 
individualized underwriting helps the insured 
control his own costs and keeps you in a 
solid competitive position. Bituminous’ prompt 
claim service and safety-conscious engineering 
also tell the insured he’s buying and renewing 
the best in compensation and liability insur- 
ance. And for you, a connection with Bitumi- 
nous means prompt payroll audits as well as 


better earnings. Get the full story — see your 
Bituminous branch man soon. 








- 


Write for 
your free copy 
of the Bituminous 








Annual Report 














Specialists in Workmen's Compensation 


Bituminous & 


BITUMINOUS FIRE AND MARINE INSURANCE COMPANY) ° 
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ROCK ISLAND, ILLINOIS 





The successful 
general insurance 
man keeps this 


TRUMP 
CARD in his 


top drawer. 


INCREASE YOUR COMMIS- 
SIONS by using the services of the 
Business Planning Department in 
your local AZtna Life General 
Agency. There are good prospects 
for high-commission Business Life 
Insurance Plans in your files right 
now. With no increase in overhead, 
you can have an Aétna Life expert 
working in your behalf, enabling 
you to provide your clients with 
better, more complete insurance 
programming. 

Check the larger accounts in your 
files, and put Atna Life’s advanced 
underwriting services to work on 
this profitable business. 


AE TNA LIFE 


INSURANCE COMPANY 


Hartford 15, Connecticut > 


Affiliates: AZtna Casualty and Surety Company 
Standard Fire Insurance Company 
The Excelsior Life, Canada 
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LM. General lnsurance ban: 


. Bankers ational | ifa 
ARE YOU IN A [@n-g@ 
PROFIT SQUEEZE ’ 


On Your General Lines?? 
If Your LIFE Department Produces 
$10,000 Annually In LIFE and /or 
A&H and GROUP Premiums, Let Our 


GENERAL AGENT’S COMMISSIONS 
Help Pay For Your TELEPHONE, SECRETARIAL 
SERVICES, HOUSING, and GENERAL OFFICE 
EXPENSES. YOuU.Can, Double 
“wour Income witha 


General Agent's Contract 


For LIFE and A&H and 
GROoUP.o 00 OoCOMPARE THE 
ADVANTAGES OF A BANKERS 
NATIONAL LIFE GENERAL 
AGENT’S CONTRACT with the 
help of our GEN-A-RATER * * * * 


WRITE TO AGENCY VICE PRESIDENT BILL GOOD 
FOR A FACT FOLDER ON OPPORTUNITIES WITH 
BANKERS NATIONAL LIFE. * * & & & INQUIRIES 
INVITED FROM ALL STATES EXCEPT N.Y., 
CONN., S. C., TEXAS, ALASKA, AND HAWAII. 


SE eRe eR He 4 MS 6 BS SB | 

B Clip Off Here —.-=a FOR YOUR 
i “e 

NS \ FREE FACT FOLDER 

ae : FILL IN AND 


MAIL TO \ 
WILLIAM F. GOOD, Agency Vice President 
BANKERS NATIONAL LIFE INSURANCE COMPANY 
MONTCLAIR 9, NEW JERSEY 


City & State 





Annual Prem.:Life 
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Because we really know insurance, we can help agents and brokers move into 
profitable lines they never dared touch before. Chances are, our knowledge 


can help you make more money. Why not call one of our more than 50 offices 
and talk it over? And don’t forget our slogan: We write 27 different kinds of 


insurance, but we have just one policy—satisfaction! Try us—we’ll prove it. 


AMERICAN SURETY COMPANY / PACIFIC NATIONAL FIRE INSURANCE CO. i 


Administrative Offices: 100 Broadway, New York 5, New York ‘ 
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Increase Your Earnings 
Right from the Start 
with Mutual of Omaha’s 
Career Starter Plan 


This isn’t just a rash promise. It’s a fact that’s 
been proved time and time again by men and 
women just like you. They’ve found the door open 
to increased earnings at Mutual of Omaha, the 


leader in the health insurance field. 


Men and women who thought they had reached 
their top earning capacity have discovered they 
can increase their income by as much as 40% 
right from the beginning as career representatives 
for Mutual of Omaha. Earnings of $10,000 — 
$15,000 — $20,000 and more are within your 
reach when you build a career with Mutual 
of Omaha. 


| Your Good 
Neighbor 


The Greatest Name in Health Insurance 


MUTUAL BENEFIT HEALTH & ACCIDENT ASSOCIATION 


Home Office—Omaha, Nebraska 
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Behind this fabulous story of earnings is a well- 
planned program of sales training and develop- 
ment. As a Mutual of Omaha representative you'll 
be given a thorough background in planning, pros- 
pecting and the latest sales techniques. You'll 
receive further training in the field. Then, as your 
proficiency develops, you qualify for more ad- 
vanced school training, all at our expense. And 
as you learn more, you earn more. 


So if you’re not satisfied with your present earn- 
ings and would like to know more about the 
opportunities offered by Mutual of Omaha, write 
Howard Dewey, Mutual of Omaha, Omaha, Ne- 
braska, today for full details. It could be the most 
important letter you write this year. 


ee ee ee ee 


i Howard Dewey 
MUTUAL OF OMAHA | 
| Dept. 961 | 
| Omaha, Nebraska 
Tell me more about Mutual of Omaha’s Career l 
| Starter Plan. 
| 
| 


Name “3 





Address__ 





City State 





! 
l 
I 
ees sstecene spe wen cena spleens nei ea linea 





Do-it-yourself projects include miniature 
Japanese garden, complete with fish pond, 
arched bridge and stone lanterns. Giving 
Dad a hand is oldest daughter Barbara, 16. 


Robert J. Rea, CLU, enjoys a dip in his backyard pool after a busy day in the 
insurance world. Looking on are three of his four daughters; Patti, 4, Cindy, 10, 
and Christine, 8, standing. Bob, a member of the Robert D. Metcalf Agency in 
Sacramento, is a life member of Equitable’s Million Club. 


Cool! refreshments for the children are 
served up by Bob and wife June at fam- 
ily snack bar in their attractive home. 
Barbara stands at right. 


Advice: Bob discusses optional modes of set- As publicity chairman of the local CLU Helps Frank Skover, prominent Sacra- 
tlement with Mrs. Aileen Draper, widow of a__ chapter, Bob meets with William Schuster, mento realtor, plan his estate. Bob serves 
client who was protected with considerable chapter past president, to discuss ways of on the Polio Foundation, United Crusade 
Equitable Living Insurance. getting CLU publicity into the papers. and Family Service Agency. 


A Man’‘s Prestige somehow goes hand in hand with the prestige of EQU I TABLE 
the company he represents. This is why Bob is proud to be a life THE 

underwriter for Equitable. It’s a full life. And a rewarding one. Life Assurance Society of the United States 
Living Insurance is more than a need ... it is a career. Home Office: 393 Seventh Ave., New York 1, N. Y. ©1961 
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Fire Rating—under Fire 

N the current discussions on fire insurance 
I rates and rating procedures, the uniqueness 
of fire insurance and the unpredictableness of the 
amount of loss are constants too often relegated 
to the background. 

Fire insurance is unlike other commodities in 
that it is an article of sale and purchase made in 
advance of production. An insurance company 
sells protection for perishables during a given 
year for a certain budgeted amount or premium. 
The buyer of that protection is willing to pay to 
eliminate financial obligations which do not and 
may never exist. The cost that the insurance 
company or seller assumes can be estimated in 
advance, but actually this cost cannot be known 
till the year’s end. So many elements, natural, 
supernatural and artificial, social as well as eco- 
nomic, contribute to make up the degree of haz- 
ard involved that anything like a correct pre- 
calculation of premiums adequate for each parti- 
cular risk or even class of risks is practically 
impossible. 

Each year’s results are influenced by factors 
not possible to foresee with either clarity or cer- 
tainty. Moral hazards and physical hazards, not 
understood at sales time by either seller or buyer, 
may change the character and vulnerability of an 
insured property. Social changes, such as the 
influx of people from rural to urban and from 
urban to suburban communities, introduce moral 
hazards to property. Inflation or deflation can be 
expected from time to time, but there is no cer- 
tainty to the trends anticipated. One only needs 
to read back on the statements of competent 
economists over a period of years and compare 
them with the actual record to know the truth of 
the observation. Yet every economic or financial 
or social change has influence on fire insurance 
costs. 

Incendiarism is a by-product of economic 
change. The moral hazard is of social origin. 
Nonetheless these hazards have an unknown 
place in every loss. 

Physical hazards are more easily recognized. 
They include betterment or breakdown of preven- 
tion and protection facilities. Storms and floods 
of whatever nature are certain to occur, but the 
intensity of their destructive force can not be 
foreknown. A new invention or discovery can 
introduce a new hazard of potent force in the 
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final loss cost. Fires are vagrant forces of evil. 
Of them too, like death, the poet might have 
written, “Thou hast all times and places for 
thine own, oh fire.” 

Down the years there has been progress in 
controlling the ravages of fires and interpreting 
in advance their results financially. There will 
never be a time when an experience table can 
be devised which will give fire underwriting the 
exactness and security which a mortality table 
gives to life underwriting. 

At the present time long established practices 
of proven worth are being challenged. New ap- 
proaches are being advocated to determine rates 
and from them differentiations for individual 
companies. Particularly in the area of the home 
ownership is this true. Variations in prices 
charged the buyer do not take always the form 
of premium change. Rather do acceptances or 
exclusions of some risk or risks completely 
change known or expected experience. II] con- 
sidered coverages offered for competitive pur- 
poses and based on inadequate experience and 
without due appreciations of unusual or new 
hazards can cause individual companies losses be- 
yond amounts at which they should reasonably 
sell their commodity. This practice could bring 
hardship to the property owner. 

Long years of research have determined at 
about 60 per cent as the annual loss rate. This 
was true in 1872 and recent records support that 
ratio. It is the nearest any research has de- 
veloped. But 60 per cent applies to the over-all. 
The smaller the number of individual risks in a 
group the more likely is the deviation and the 
more adverse the underwriting expectation. 

The primary interest of the body politic in 
fire insurance is to see that owners of property 
destroyed by fire and other hazards have money 
for replacement. This means financially strong 
fire insurance companies. Of first importance 
to state insurance officials and insurance com- 
pany directors is to make certain that sales of 
that commodity known as fire insurance is at a 
level which guarantees under every conceivable 
condition the insurance company is sound so that 
every insured property loss will be promptly, 
equitably and adequately paid. To make this aim 
effective, deviations unsupported by substantial 
experience must be scrutinized.@ 


Al 





Senate Report Attacks Ratings 


The Antitrust Subcommittee asks the Justice Department to 
study possible violations of Federal laws in the 


state regulations for insurance.—By Dave Heinly 


HE U. S. Department of Jus- 

tice has been urged to take ac- 
tion against state insurance regula- 
tions which may violate Federal 
antitrust laws. 

After three years of investiga- 
tion of insurance, the Senate Anti- 
trust and Monopoly Subcommittee 
has issued its full report which 
recommends that Justice officials 
take the “‘necessary proceedings to 
affirm the supremacy of the Federal 
law” to restore competition in 
property-casualty rates. 


What action the Justice Depart- 
ment may take has not been spelled 
out yet. Sources in the Depart- 
ment told THE SPECTATOR no deci- 
sions would be made within “prob- 
ably a month or two. We’ll have to 
study the report in detail.” 


3 Year Probe 


The Subcommittee’s investiga- 
tion, started three years ago by 
Senator O’Mahoney, has been car- 
ried on by Senator Estes Kefauver 


after O’Mahoney’s retirement a 
year ago. Copies of the report have 
been sent to all state insurance 
commissioners along with a thinly 
disguised warning that the state 
should “take affirmative action to 
amend their rating laws” so that 
Congress would not have to impose 
full Federal regulation. 

The Subcommittee’s investiga- 
tion began as a study of the effec- 
tiveness of Public Law 15, the Mc- 
Carran-Ferguson Act of 1945, 
which ordains that Federal anti- 





L.A. Expands Driver Training 


HEN school opened in Los 

Angeles this month, high 
school sophomores found eleven new 
classrooms—10 feet wide and 50 
feet long—waiting for them. Also 
they found that almost 6,000 more 
sophomores could take driver train- 
ing classes than had been enrolled 
last year. Also they might have 
learned that the Los Angeles City 
Board of Education will pay in 
1961-1962 less than half of what 
they paid in 1960-1961 for stu- 
dents’ “practice driving experi- 
ence.” 

The eleven new classrooms in the 
odd shape are, of course, mobile 
trailers, each fitted with 12 units 
of the Drivotrainer system. These 
units, developed for public safety 
education by Aetna Life Affiliated 
Companies, are now in use in 130 
classrooms throughout the nation. 


42 


In California alone there are 21 
such classrooms, including two in 
state teacher training colleges. 

Los Angeles has long been fa- 
miliar with dxiver training and 
with the Drivotrainer. By law in 
California, high school students of 


At right, John Francis in 
Polytechnic High School, 
Los Angeles, conducts class 
in regular school room with 
units installed in 1954. 
On page 43 left photo 
shows a mobile classroom 
for driver training as it 
was used in Wichita (Kan- 
sas) last year. At far 
right, students inside the 
classroom face the movie 
screen for training films. 


driving age must have “driver edu- 
cation” which means 30 hours of 
classroom instruction on driving 
and traffic conditions. In addition, 
they can—where equipment is 
available—take “driver training” 
which covers six hours of actual, 
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trust laws apply to insurance only 
where the industry is not regulated 
by state law. This law places any 
activities involving boycotts, coer- 
cion, and intimidation under Fed- 
eral jurisdiction, regardless of state 
laws, but it does not—the report 
charges—deal effectively with op- 
eration and supervision of insur- 
ance ratemaking practices. 
“Congress’ failure in this respect 
was seized upon by dominant ele- 
ments in certain lines of insurance 
to perpetuate, through the mechan- 


TRENDS 


INSURANCE 


isms of state regulation, much of 
the monopolistic control over the 
ratemaking process,” the report 
insists. 

The fire and casualty insurance 
market is described as “naturally 
competitive” owing to its decen- 
tralized structure and great num- 
ber of small firms writing these 
lines: ‘‘No single company or small 
group of companies do a sufficiently 
large percentage of the total busi- 
ness so that . .. they are able to 
control prices in the industry... . 


It is therefore,” the Subcommittee 
concludes, “the legal sanctions af- 
forded combinations of competitors 
to set rates in concert which repre- 
sent the most serious threat to the 
naturally competitive structure of 
the market.” 

It is against these legal sanc- 
tions that Chairman Kefauver re- 
quests the Justice Department to 
act. “The McCarran Act,” he indi- 
cates, “can certainly not be viewed 
as justifying the acts of states in 

Continued on page 56 





Los Angeles is now offering driver training to 6,000 more 


school students—and cutting its cost for the full program 


on-the-road experience in driving 
with an instructor. 

The big question back in 1954— 
when the Drivotrainer was being 
introduced—was whether the stu- 
dents learned as much from the 
stationary, automobile-like Drivo- 
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trainer as they would from on-the- 
road training with an instructor. 
Los Angeles schools conducted one 
of the original studies. An experi- 
mental group of students replaced 
three of the required six hours of 
on-the-road driving with twelve or 


more hours at the Drivotrainer. 
Conclusions of the study: There 
was “practically the same progress 

in driving skill and knowledge . 
by a student trained by either the 
. Drivotrainer plus three hours 
Continued on page 55 





Planning the Buyer's Job 


industrial firms need clear insurance directives, no matter 


who directs purchases of coverages. 


HE insurance buyer for an in- 

dustrial firm must have clear 
“written policy statements” from 
his top management in order to de- 
velop and supervise his department. 
This may be a very brief directive, 
but it should cover a series of es- 
sential points. 

That’s one conclusion from a 
new research study by American 
Management Association. Albert 
A. Blum, assistant professor in so- 
cial science at Michigan State Uni- 
versity, surveyed 221 industrial 
companies. Only 76 companies in- 
dicated they have full time insur- 
ance managers. The majority 


place insurance responsibility with 
the treasurer, controller, or other 
financial officers. 

Below, reprinted with permis- 
sion from AMA, is the section de- 
scribing how any size company can 
set up a policy statement in insur- 
ance buying. 

“No matter whether the insur- 
ance manager functions under the 
treasurer, the controller, the sec- 
retary, or the vice president of fi- 
nance, or is a specialist within the 
firm’s personnel department, he 
should have clear directives from 
his superiors. These directives may 
be embodied in written policy state- 


ments. They can also be trans- 
mitted to him in the form of posi- 
tion descriptions which, ‘in out- 
lining his specific duties and re- 
sponsibilities, will give him a good 
understanding of the firm’s basic 
insurance orientation. 

“This principle is so widely fol- 
lowed that one company appraisal 
form even states that the insurance 
manager cannot do his work effi- 
ciently unless he has received from 
his superiors ‘an executive state- 
ment of the company’s “concept of 
insurance,” outlining company pol- 
icy and the extent, in dollars of 
losses, that the company can safely 





Norway Expands Social Security 


With the operation of two new laws this year, Norway 
has made its social security system virtually universal. 
By Etienne J. Guerin, International Editor 


WO new laws, The Act on Re- 

habilitation Assistance and the 
Act on Disability Insurance, went 
into force in Norway on January 
1, 1961. These acts, covering some 
70,000 persons under the age of 
70, leave only one minor loophole 
in Folketrygden, Norway’s compre- 
hensive system of social security. 
The missing link is a Widow’s In- 
surance. Most of the schemes are 
administered by autonomous social 
security boards throughout the 
country, whose operations are su- 
pervised by the National Insurance 
Institution. Total cost of Folke- 
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trygden will in 1961 reach about 
2,300 million Norwegian crowns. 
(About 7 N. crowns for $1.00). 
Almost half of this amount will be 
paid by members, with employers 
contributing some 600 million Nor- 
wegian crowns (N.Kr.). Municipal- 
ities and the state will contribute 
the rest. 

Primary objective of the two 
new acts is to assist disabled to 
get back to work. First, they re- 
ceive financial assistance for re- 
training and a daily allowance 
while being rehabilitated. If still 
unable to perform more than one- 


third of the work in a suitable job, 
they may claim a pension. Rates 
are the same as for Old Age Pen- 
sions. In addition, the insured may 
receive a basic benefit to meet ex- 
tra expenditures caused by his dis- 
ability, and also a supplementary 
benefit if special care is required 
at home. Loans and contributions 
may also be granted if these will 
help the disabled person become 
fit for work. 

Compulsory unemployment in- 
surance, originally introduced in 
1939, is now provided under a new 
law enacted in 1959. In principle, 
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insure without jeopardizing finan- 
cial structure or dividend pay- 
ment.’ When the insurance man- 
ager’s superior sits down to write 
these documents—perhaps in con- 
sultation with the insurance man- 
ager himself—the specific aspects 
of the job to be included in the 
policy statement and/or the insur- 
ance manager’s job description may 
be hard to put into words. 

“One basic list of the most im- 
portant insurance matters to be 
decided and stated by management 
has been drawn up by Russell B. 
Gallagher, a well-known writer in 

Continued on page 62 





all-wage-earners under 70 are thus 
insured against unemployment. At 
present, there are some 820,000 
members. Exempt from the law 
are agricultural workers and do- 
mestic servants closely related to 
their employer or his wife, as well 
as whalers and fisherman, self-em- 
ployed persons, most public ser- 
vants, salesmen and agents. Sea- 
men on Norwegian ships sailing in 
foreign traffic belong to a separate 
unemployment insurance scheme. 
Benefits now include compensation 
for up to 20 weeks of unemploy- 

Continued on page 77 
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NEWS TRENDS 


Prescription Drug Plan 


Run Through One Office 


Three California carriers are now testing insurance 


for a family's pharmaceutical needs.—By Elinor Kinley 


ITHERTO an untried item 
for health insurance, a bene- 
fit covering prescription drugs is 
being tested in California. Pres- 
ently the coverage is written only 
there because a pharmacists’ serv- 
ice bureau has been established 
to check and process the claims. 
Prescription Services, Inc., serves 
as the auditing and control center. 
It acts on behalf of members of 
the California Pharmaceutical As- 
seciation, which represents. the 
vast majority of pharmacists in 
the state. 

Under the program each policy 
holder receives a prescription 
identification card. He takes a 
prescription written by any phy- 
sician and the card to a participat- 
ing pharmacist. The latter fills 
the prescription, collects the de- 
ductible, if there is one, and for- 
wards the necessary forms to 
Prescription Services. 

Prescription Services verifies 
that the items as dispensed are 
covered by the contract and also 
verifies correctness of the charge. 
They then forward to the insur- 
ance company a consolidated claim 
form, combining bills from many 
different stores and individuals and 
including an itemized bill. The car- 
rier pays Prescription Services 
which then remits to the individual 
pharmacists. 

That is the procedure by which 
Pacific National Life began to 
underwrite prescription drugs sev- 
eral months ago. Insurance was 
confined to three groups, two in 
Santa Clara County and one in 
Fresno County. Pacific National in- 
sured the Bricklayers Local No. 10 
Health and Welfare Trust and the 
Hod Carriers Fund in the Santa 
Clara area. The Bricklayers Local 


No. 1 Welfare Fund in Fresno was 
also covered. 

Two of the groups were insured 
for $100 maximum benefit per year 
for each member of the family. De- 
posit premium rate was $1.03 a 
month. The third group, the latest 
to be written, had a $50 maximum 
schedule per contract year per fam- 
ily member. Deposit premium rate 
was $1.50. Called the Legend Pre- 
scription Drug benefit, the cover- 
age was added to the group medical 
plan by rider. 


Pertinent Clauses 


The two pertinent clauses in the 
Pacific National Life rider read: 
“When accidental bodily injury 
or sickness causes the Insured Per- 
son to incur expenses for the pur- 
chase of drugs and medicines upon 
the prescription of a legally quali- 
fied physician or surgeon, the Com- 
pany will pay the expense actually 
incurred for such drugs and medi- 
cines while this insurance is in 
force as to such person, but not 
to exceed in the aggregate for all 
such expenses the maximum Pre- 
scription Benefits stated in the 
Schedule of Benefits hereof: (1) as 
the result of any one injury or any 
one period of sickness; (2) during 
any one period of twelve consecu- 
tive months. Recurrence of a chron- 
ic condition shall be considered one 
period of sickness subject to the 
payment of one maximum amount. 
These Prescription Benefits do 
not cover any loss caused by: (1) 
dental or optometrical care; (2) 
pregnancy (including resulting 
childbirth or complications there- 
from); (3) drugs and medicines 
administered or obtained while the 
Continued on page 78 
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Non-Life Fact Book 


Insurance Information Institute handbook integrates fire- 
casualty data with other important statistics. 


OR the first time, non-life sta- 

tistics have been combined in a 
booklet covering property, casualty, 
inland marine, and surety figures 
for 1960. Booklet, “Insurance Sta- 
tistics 1961,” was prepared by the 
Insurance Information Institute. 

Of the 4,800 carriers domiciled 
in the U. S., about 3,500 companies 
write property and casualty lines 
and related coverages. They em- 
ploy some 700,000 people, according 
to “Insurance Statistics 1961.” 
This number is about evenly di- 
vided between employees working 
directly for the companies, and 
agents, brokers and others engaged 
in agency and brokerage opera- 


tions. To these employees, agents 
or brokers, the people of the United 
States paid a total of $32 billion in 
life and non-life premiums during 
1960. Purchases of property and 
casualty insurance increased near- 
ly 7 per cent in 1960, up to about 
$14.5 billion in premiums. 

The 38-page booklet is intended 
to supply basic data on property 
and casualty insurance to editors, 
speakers, teachers, students, and re- 
searchers. For instance there is a 
table showing countrywide average 
claim costs for auto liability. The 
average incurred claim cost for 
bodily injury was $377 in 1939. By 
1959 the figure had risen to $871. 


For property damage, the 1939 
average claim cost was $37. In 
1959 it was $165. Thus B.I. claim 
costs show a jump of 131 per cent. 
Property damage costs are up 346 
per cent. The following condensed 
table illustrates the trend. 


Bodily Injury Property Damage 
Average Incurred Average Incurred 
Year Claim Cost Claim Cost 
1940 $417 $ 44 
1950 707 102 
1955 846 134 
1958 927 158 
1959 871 165 
Source: National Bureau of Casualty Un- 
derwriters 


The growing popularity of the 
Homeowner’s and various commer- 





VERDICT 


Four Kentucky Cases Decided 


On Other Fire Insurance’ 


Appeal decisions indicate companies within rights 
in excluding extra coverage on risks.—By Luke A. Burke, 


member of New York Bar 


N June 9, 1961, the Kentucky 
Court of Appeals handed down 
four opinions, all dealing with the 
“other insurance” clause in the fire 
policy. Because of their interest 
and the learned discussions in the 
opinions, we will review all four. 
In Webb. v. Stonewall Insurance 
Co., the trial court gave summary 
judgment for the company on the 
ground that a condition of the pol- 
icy had been breached and there 
was no liability. 
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The policy insured the plaintiff’s 
house for $3,000 and its contents 
for $1,500. On the front page of 
the policy, in the middle of a blank 
space, were typed the following 
words, “no other insurance per- 
mitted.”” When this policy was is- 
sued (being a renewal which in- 
creased the face amount), the 
plaintiff had another insurance pol- 
icy on his house with another com- 
pany. Both policies were in force 
at the time of the fire. 


The Court of Appeals affirmed 
the judgment for the company with 
these words: 

“There is no ambiguity in the 
language used and the plaintiff ad- 
mits an insurance company may 
properly prohibit other insurance, 
a matter most material to the risk 
in a fire insurance policy. See Baer 
v. Phoenix Ins. Co., 67 Ky. (4 Bush) 
242; Continental Ins. Co. v. Riggs, 
and Riggs v. Springfield F. & M. 
Ins. Co., 277 Ky. 361, 126 S. W. 2d 
853. The trial judge decided this 
provision was a condition upon 
which the company assumed liabil- 
ity, the breach of which was a com- 
plete defense. 

“Such adjudication is amply sup- 
ported by the principles announced 
in Haselden v. Home Ins. Co., 247 
Ky. 530, 57 S. W. 2d 459; Roberts 
v. London & Lancashire Ins. Co., 
282 Ky. 679, 1389 S. W. 2d 764; and 
National Union Fire Ins. Co. v. 
Hendrix, Ky. 337 S. W. 2d 875. We 
think those cases answer the plain- 
tiff’s general arguments found in 
the brief. 

“It is contended that if this pro- 
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cial package plans shows up a 
table giving premiums written on 
principal lines, 1959 and 1960. Of 
the nine groups listed, only one— 
Fire, Extended Coverage and Allied 
Lines—shows a decrease. The 1959 
figure for these coverages was $2,- 
488,840,000. In 1960 this dropped 
to $2,406,295,000. Some of the slack 
was taken up, however, by the line 
for Multiple Perils which includes 
Homeowner’s and the commercial 
package plans. In 1959 premiums 
totaling $560,477,000 were written 
by the stock companies on these 
lines. In 1960 these premiums 
amounted to $819,339,000, an in- 
crease of 45 per cent. 

For auto insurance, premiums 
amounted to $5.9 billion in 1960. 
But traffic accidents cost the na- 
tion $7.6 billion. Last year every 
weekend was a catastrophe. Death 
struck every nine minutes and every 
ten seconds someone was injured 
in an automobile accident. Almost 
one half of all the traffic disasters 
for the year occurred on weekends. 

Next to auto insurance, the fire 

Continued on page 79 





hibition against other insurance is 
to be given effect, it applies only 
to other insurance upon the con- 
tents of the dwelling because it fol- 
lows this typewritten item on the 
face of the policy. A simple exami- 
nation of the policy shows this con- 
tention to be without merit. The 
provision is in no way related to 
the separate items of coverage but 
is a blanket condition affecting all 
of the insurance. 


No Inquiry Needed 


“It is further contended that if 
the insurance company does not in- 
quire of the insured concerning 
other insurance, it cannot rely upon 
such a limitation. Lancaster Ins. 
Co. v. Monroe, 101 Ky. 12, 39 S. W. 
434, and Miracle v. New York Un- 
derwriters’ Ins. Co., 241 Ky. 406, 
44 S. W. 2d 280, are cited for this 
proposition. Both of those cases 
were decided prior to the last three 
cases we have above referred to. 
The Lancaster decision went off on 
the theory there was no fraudulent 

Continued on page 58 
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NEWS TRENDS 


Four Tips on ‘Getting Across 
to Fellow Workers 


N communications with your sub- 
ordinates, “Think before you 
talk.” 


Organize Ideas First 


John D. Arnold, administrator of 
individual training and develop- 
ment for Polaroid Corporation, has 
listed four hints in this art of 
“getting across.” His suggestions 
will help you to organize your ideas 
and then communicate them in the 
same short, sharp, concise manner 
to the listener. Talking and thinking 
at the same time can confuse both 
you and your listener. This con- 
fusion is often the root of unsound 
snap judgments. 

“1. Why do I want to say any- 
thing? Is a change about to take 
place? Has conflict arisen? Must 
a job be done right away? Is a 
problem developing? 

“2. What do I wish to make 
known, and what do I want to say 
about it? Pinpoint the nature of 
the subject or problem at hand.... 
The sharper the focus of what you 
say, the greater your chances are 
of expressing yourself clearly. 

“3. What objective do I hope to 
accomplish? Do you want to re- 
port on a situation, obtain informa- 
tion, change an attitude, or initiate 
action? Nailing down your objec- 
tive will help you decide what view- 
point to adopt, what points to em- 
phasize and how to order your re- 
marks. 

“At this point many managers 
would start talking. For reasons 
they do not understand—especially 


if they have asked themselves the 
above questions—their presenta- 
tion fails. Proper information is 
not obtained, situations deteriorate. 
Attitudes remain the same or 
stiffen, desired action does not re- 
sult. The reason: the manager has 
not considered the listener. He has 
not asked himself: 

“4. What do I know about the 
person. ... What is the nature of 
our relationship? Consider these 
factors: Does the listener feel equal 
to or inferior to you? Does he feel 
that you are interested in him and 
his ideas—or does he feel you are 
getting in his way? Does he feel 
he can discuss objectively with you 
his questions, reservations or dis- 
agreements? Or does he feel 
threatened by you so that he agrees 
despite what he may think? What 
about his familiarity with the sub- 
ject: informed, uninformed, or mis- 
informed? What is his attitude? 
Is he favorably disposed, hostile or 
indifferent to the subject? 


Honest Appraisal 


“An honest appraisal of these 
areas will help you structure your 
conversation so that you can lay a 
foundation of confidence, apprecia- 
tion and productivity.” 

These suggestions, published in 
Management Methods, come from 
six articles by Arnold concerning 
communications in business. The 
full title, as reported by Connecti- 
cut General Life, is “Why People 
Don’t Understand You—Six Guides 
to Help ‘You Get Across’.” @ 
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Sudden Shift on Carriers Shares 


Three stock analysts trace factors which are causing 


new shifts on prices of common stock from insurance companies. 


RE the stocks of insurance 
companies good investments? 
Undoubtedly they are, over long 
periods of time. But stock brokers, 
trying to decide whether you 


should buy or sell right now, pub- 
lish long analyses of the short 
term prospects for these stocks. 

Their reports have, in recent 
years, always pointed out the 
sharp rise in the prices on shares 
for certain life companies and the 
steady value in shares of prop- 
erty/casualty companies despite 
underwriting results. But a re- 
view of three current analyses by 
leading brokerage houses shows a 
decided shift in the tone of these 
predictions. These investment re- 
ports—from First Boston Corpora- 
tion, Francis I. duPont & Co., and 
the Value Line Investment Survey 
—are more cautious about assur- 
ing readers that life company 
stocks will continue to leap ahead 
in value and have become almost 
enthusiastic about the prospects 
for the stock in some property 
casualty carriers. 

The Value Line analysis points 
out the recent boom in stocks of 
life carriers. “Life insurance equi- 
ties have been market stars this 
year. Wide price gains are well 
nigh universal; some issues have 
doubled in less than 12 months.” 

But it goes on to emphasize cau- 
tion. “For the life companies, the 
continuing trend to low cost term 
insurance will inhibit earnings 
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progress. Current prices of most 
life equities already anticipate fu- 
ture profits growth well beyond 
the mid-Sixties.” 

The conclusion of that report 
ends with more of warning than 
of praise. “Population growth, 
and the public’s need for large ad- 
ditional sums of life insurance 
protection, cannot be counted on 
to maintain past rates of expan- 
sion in life company premium vol- 
umes and invested assets. Today’s 
high interest rates will exert a 
strong upward push on profits of 
life companies — especially those 
holding the largest policy reserves 
per common share outstanding. 


Trend to Economize 


“The ‘term insurance special- 
ists’ must be content with possi- 
bly eye-popping totals of new pro- 
tection placed in force, but with 
much more modest rates of gain 
in premium income, policy reserves 
and adjusted earnings. Like the 
trends to compact cars, discount 
house buying, and purchase of 
auto and homeowners’ insurance 
from low cost ‘direct writers,’ 
there is a definite public trend 
toward economizing in allocation 
of the life insurance premium dol- 
lar that will take some of the 
bloom off the prospects for this 
industry in the years ahead.” 

After the First Boston analysis 
has pointed out the recent climb 
in life company stocks, it goes on 
to the new tax measure. “Last 
year was the first full year of op- 
eration following adjustments to 
the provisions of the Life Insur- 
ance Company Tax Act of 1959. 
The generally higher level of. net 
gains from operations last year 
indicated that the industry has 


adapted to the new Federal income 
tax law satisfactorily.” 

Interest rates are another point 
of confidence in life carrier shares, 
the report points out. “Under the 
present interest rate structure, life 
insurance companies continue to 
be able to invest a major portion 
of currently available funds in 
bonds and mortgages to produce 
yields averaging well over 5 per 
cent. Thus prospects favor a con- 
tinuation of the rise in the average 
rate of return earned on life in- 
surance company assets.” 

But the earnings received by the 
investor will continue to be small, 
First Boston concludes. “At the 
present time, the stocks of the com- 
panies analyzed are selling at an 
average of 27 times reported net 
gain from insurance and 18.8 times 
adjusted net gain. They are also 
selling, on the average, at 200 per 
cent of total estimated equity and 
produce an average yield of about 
1 per cent. Most life companies 
continue to pay out small cash divi- 
dends in relation to net gain from 
insurance —the current average 
for companies analyzed being 22.9 
per cent.” 

These low rates of return are 
to be expected on life carrier 
shares, but Value Lines sees they 
may “dampen” future gains. 
“When one considers that (1) fu- 
ture growth of life company profits 
is expected to be regular and sub- 
stantial but far from ‘explosive,’ 
and (2) cash dividend rates must 
remain very low, relative to earn- 
ings since only a fraction of ‘true’ 
profits is available for payment in 
dividends to stockholders, it must 
be concluded that presently pre- 
vailing price /earnings multiples 


Continued on page 72 
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INVESTMENTS 


How to Evaluate Your 
Portfolio in Prosperity 


Are high priced stocks “over-valued"? Sometimes, yes. 
Sometimes, no. But rising prices may be a sign for cau- 
tion.—By Ervin L. Hall, partner, Davis & Hall, investment 


management. 


E are entering the latter part 

of the year with the expecta- 
tion that the business improvement 
underway will produce much better 
earning reports than the earlier 
months. This is not an idle hope. 
Most of the economic indices are 
pointing in a favorable direction. A 
few examples may bolster our 
hopes in this respect. 

The money supply is ample, the 
banking system sound, instalment 
credit not out of line, and debts are 
being repaid at a normal rate. Per- 
scnal income is rising and so is 
employment. The public is willing 
to spend and this is a strong sup- 
port to the economy. 


Cost Cuts Aid Recovery 


These facts warrant confidence 
in our ability to recover at an ac- 
celerating pace from the slowness 
of last year. Most every recovery 
period benefits from cost reduction 
programs put into effect when busi- 
ness activity was in the doldrums. 
Costs still remain high today, but 
earnings should be helped by better 
control. 

So much for the good side. The 
bad side, we all know, is the unset- 
tled condition of world politics. 
Berlin itself is a tinderbox that 
may lie dormant or create new ten- 
sions at any moment. Cuba is an- 
other potential trouble spot. To 
these you may be sure the Commu- 
nists will add a couple of new ones 
if either Berlin or Cuba simmer 
down. 

With the good and the bad con- 
stantly before us, investors have 
the unenviable job of guiding an 
investment program through an 
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uncertain course. The economic 
signals are turning from amber to 
green but at any moment a red sig- 
nal—activated by Mr. Khrushchev 
—may pop up right behind them. 
These are the unfortunate facts 
with which we must live. 

The red lights flashed on and off 
by Mr. Khrushchev can hardly be 
fitted into an investment plan. As 
part of the cold war activity they 
will come and go, chilling senti- 
ment but not usually undermining 
values. An investment program 
can hardly be revised every time a 
shift in tactics occurs. 

The green lights of economic re- 
covery could, however, bring about 
better earnings and dividends. 
These are the tools with which 
stock values are built. Looking at 
the possibility of better earnings 
and dividends, we are faced with 
the problem of applying these 
trends to present stock values. 

Many investors with years of ex- 
perience in judging stock values 
will see many pitfalls ahead. Stock 
prices in many cases are not real- 
istic when related to present earn- 
ing power. Many are also on the 
high side when looking ahead to 
1962 and 1963. These facts are not 
overlooked by those who have ex- 
perienced quick changes in eco- 
nomic trends and investment psy- 
chology. 


Price by Projection 


Then there are those investors 
who have not been through true in- 
vestment adversity. They admit 
present values may be high, but 
they are not interested in the pres- 
ent but in future projections. Such 


projections they claim make pres- 
ent values look cheap. These inves- 
tors are building pyramids that 
reach into the sky of 1965. 

We may be in a new world with 
an ever rising growth rate for the 
economy. One investor remarked 
“with a strong growth rate for the 
economy it is too much trouble to 
try to catch small cyclical swings. 
Just forget the cyclical industries 
and buy growth industries.” That 
is a very pat answer to all our 
problems. All we need do is to de- 
cide what is a growth stock, buy it 
and wait. 


Selection Problems 


There are, as usual in such pre- 
cise statements, a few problems to 
consider. Will the stocks you pick 
continue to grow ignoring to a 
large extent any adjustments in the 
economy? Will an admitted growth 
stock today be a growth stock three 
years from now? 

Many of us have seen the fallacy 
of placing too much confidence on 
growth or on a constantly expand- 
ing economy. 

We need only look back to 1959 
for an example. Remember the 
great expectations for the ‘Golden 
Sixties’? Many stocks were pushed 
to fancy prices on those expecta- 
tions. But the year 1960 hardly 
began before values started to wilt 
and continued to wilt until the end 
of September. Today with new 
highs in the averages, many of the 
prominent growth stocks of 1959 
are far from the highs established 
that year. 

Sound investing requires sound 

Continued on following page 
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thinking. You cannot become so 
concerned over present stock prices 
that you dig a hole and bury your 
money. Nor can you ignore all past 
experiences, build pyramids and 
stubbornly wait for your projec- 
tions to come true. Such points 
should be considered if for no other 


reason than the fact the world is 
in a constant state of change both 
economically and scientifically. 

There is an old saying in Wall 
Street—“If you can’t find a stock 
you are willing to buy, you better 
start selling.” This may be a little 
extreme, applying more to those 
wild speculative periods that come 
infrequently. At such times buying 
is influenced more by emotions 
than by facts. But whenever you 
find few stocks that meet your re- 
quirements you should become in- 
creasingly cautious. 
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Today, even with the Dow above 
700, there are companies where 
earning power can be intelligently 
projected to support a considerably 
higher price. This does not mean 
the stock is cheap today, but if you 
assume increasing demand the 
stock could in time be cheap. 

Insurance Company of North 
America could be one. A highly 
successful underwriter, it has only 
one small underwriting loss in 
1957. Also, its good record on its 
investment account should con- 
tinue. To these a new element has 
been added by the organization of 
a life insurance affiliate in 1956. 


With so many strings to its bow, 
the earning power could move 
steadily ahead. The only question 
is whether you think a price of 
over 100 is already discounting the 
possibilities of the next few years. 
With a yield of less than 2 per cent 
you will only improve your position 
through appreciation. The life af- 
filiate will take more time to pro- 
duce earnings of any size. The fire 
and casualty lines will have the 
usual good and bad periods. The 
price of the stock in relation to its 
liquidating value and to its invest- 
ment income is at an all time high. 
The future may be sound enough, 
but at present prices will you be 
paying too high a premium for the 
expectations of the future? 


Progressive Management 


Another example is Mead John- 
son & Company. Here we have an 
excellent background, a progressive 
management and well established 
products. Earning power was 
steadily improving until 1959. 
Towards the end of that year Met- 
recal, a diet formula, was placed on 
the market. A big jump in earn- 
ings occurred in 1960 and is con- 
tinuing. Metrecal has become an 
important source of income but the 
company has not overlooked its 
basic ethical products. 

Earnings for 1961 will probably 
come to a little over $8 a share 
with Metrecal contributing a siz- 
able portion. Compared to other 
ethical drug houses, these earnings 
are not being over-capitalized at 
$200 a share. This price gives a 
ratio of 25 times current earnings. 
Merck, for example, with earnings 
of around $2.50 is being capitalized 
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at 35 times earnings. The growth 
at Mead Johnson could be sustained 
at a high rate even with some de- 
cline in Metrecal sales, due to the 
steady advance in the sale of infant 
formulas and pharmaceutical spe- 
cialties. 

It is possible to project some 
very fancy earnings for Mead 
Johnson by 1965 if all goes well. If 
these projections work out, the 
stock at $200 a share would be far 
from over-valued at that time. 

The trouble with being too enam- 
ored with projections is that we 
may overlook growing pains. Even 
though large amounts are expended 
on research, results do not always 
flow through to earnings when ex- 
pected. New products take time to 
reach volume figures in distribu- 
tion and sales. Then there is the 
constant threat of price competi- 
tion with its effect on profit mar- 
gins. 

In time a purchase of Mead 
Johnson at $200 a share could work 
out profitably. In fact, at this price 
it would be necessary for it to do 
so, for the income return, even an- 
ticipating an increase in dividends, 
is little over 1 per cent. 


High Premium for Hopes 


In other words, even with high 
quality companies like Insurance 
Company of North America and 
Mead Johnson, we are in the realm 
of paying stiff premiums for future 
hopes. At this point decisions can 
hardly be based on sound invest- 
ment logic for they will be influ- 
enced by public psychology. As 
long as public psychology main- 
tains its confidence in the future, 
the discounting of that future will 
continue. 


Because of these facts we have 
trouble deciding when the stock of 
a strong company is too high to be 
purchased. We can easily say the 
top has been reached, but the tempo 
of the times may result in a still 
higher valuation. 

Every stock you own deserves 
your careful attention. Even the 
best of companies can become over- 
valued in the stock market in re- 
lation to any reasonable future 
growth. At such times it would be 
well to move out of stocks even 
though you may be willing to buy 

Continued on following page 


September 1961 








What is Ham Anakaus 


SECRET of SUCCESS ? 


Hans Krakau left his native Germany in 1951, when he was 33 years of age, 
to build a new life in the United States. While he found a position as a bookkeeper 
and cashier at what he considered a good salary of $320 a month, he was con- 
vinced that he could do better. With characteristic thoroughness, he considered 
several types of work before he finally applied to our San Diego Branch for a 
contract as a life insurance salesman. 


Despite the handicap of being a stranger in a new country, Hans was deter- 
mined that he would succeed. Following the completion of his Acacia training 
period, he put to work what he learned, plus his own natural abilities, to carve out 
one of the most impressive success stories in the annals of our Field organization. 


Within three years, Hans became a Million Dollar producer and is currently 
a member of the Million Dollar Round Table. He has more than 8% million 
dollars of top quality business in force to his credit upon which he receives 
the monthly income provided for under the unique and generous provisions 
of his “Opportunity Contract.” In addition, Hans can look forward to receiving 
an ever-increasing monthly income on his total business in force throughout 
his entire Acacia career. 


A man does best what he likes to do best, and for Hans Krakau this explains 
one of the secrets of his success. He likes the challenge of this exciting profession 
and the opportunity it affords him to work on a close personal basis with his 
clients in the building and maintenance of sound life insurance estates. 

Acacia is proud of Hans Krakau, and all of our other career life insurance 


salesmen and saleswomen who have found their own secret of success in life 
insurance specialization . . . at Acacia. 





Acacia Mutual 


Life Insurance Company 
“Where You Get Tomorrow’s Protection Today’’ 
51 Louisiana Avenue, N.W., Washington 1, D.C. 
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Jessie Ball duPont Chapel 
Hollins College, Roanoke, Virginia 


Roanoke, Star City of the South— 
Home of Shenandoah Life 


Mountain ranges form a picturesque setting for 


Hollins College, one of the finest liberal arts colleges in 
the country — the first chartered college for women 
in Virginia, established in 1842. 


There are five accredited colleges within a 50-mile 
radius of Roanoke, plus two accredited junior colleges 
of business and a Technical Institute. 


Home Office of Sher 
andoah Life in Roanoke 
Virginia 


Your opportunities are bigger at Shenandoah Life 
one of two large Mutual companies in the South 
providing greater benefits for its policyholders and the 
alciebacbele ra oleh abelcammeltiolite maintaining branch 
offices in 12 states and the District of Columbia. 
Special agency opportunities in Kentucky, Ohio and 
Pennsylvania. 

For full information write... 

James L. Whitt, C. L. U. 

Director of Agencies 
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them again at a later date. The 
psychological pull of higher prices 
may be hard to overcome but 
should be resisted. 


Whether you have many memo- 
ries from the past or whether you 
are looking to the future in a 
changing world, you cannot afford 
to be dogmatic. Human nature has 
not changed and still reacts to im- 
pulse. These impulses, if supported 
by a change in some of the eco- 
nomic or international policies, can 
carry to extremes. The securities 
most affected under such a psycho- 
logical shift would be the most re- 
cent favorites. This usually means 
the stocks that have been selling at 
unreasonable levels. 


We must guide our investment 
craft so that we are not unduly 
disturbed by transitory problems, 
but always conscious of the possi- 
bility of adverse trends appearing 
in our path. This is not an easy 
job, particularly today, with green 
lights flashing on one side and yel- 
low and red on the other. It is not 
a time to be either blissfully un- 
concerned or to be full of apprehen- 
sion. Either extreme could be ex- 
pensive. 


Trends Show Rise 


Entering the last portion of 
1961, we can see hopeful signs for 
next year. Barring unpleasant for- 
eign complications, the trend of 
earnings and dividends should be 
up. But to profit by this trend we 
must apply our sense of value. We 
must not act in a hit-or-miss emo- 
tional style but in a careful ap- 
praisal of all the facts. Today is not 
the time to apply a facetious re- 
mark made in jest “that sometimes 
it is helpful not to be hampered by 
the facts.”” If you ignore the facts 
now, you may have an exciting but 
disastrous ride. 

Keep your eye on the flashing 
lights and keep your investment 
craft under control. Bad news al- 
ways comes when your finances are 
least able to stand it.@ Written 
August 14, 1961. 
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COVERAGES AND FORMS 


Collectors May Be Good Prospects, 


So Watch the Buyers of Stamps and Coins 


Items and values are scheduled for this floater, 
which gives these collections “all risk" protection 


—with a few exceptions. 


OME 10 million American in- 
S vestors are just pursuing a 
hobby stamp collecting,’’ 
writes a business news analyst. 
He predicts a continuing increase 
in the number of stamp collectors 
—as well as in the insurable val- 
ues in their collections. ‘Price 
rises of as much as 1,400 per cent 
are recorded in the list’? of recent 
stamp values. 

Coin collecting is also experi- 
encing the build up in values 
which goes along with an increase 
in popularity. With more foreign 
travel encouraging collecting and 
with early retirements providing 
more time for hobbies, both coin 
and stamp collecting are reaching 
levels at which each agent should 
seriously consider the following 
policy as a possibility for one or 
more of his policyholders. 

STAMP AND COIN 

COLLECTION FLOATER 

Q. What companies write this 
form? 

A. The inland marine depart- 
ments of fire companies. 

Q. How is it written? 

A. As a separate policy. 


Coverage 

Q. What does this floater cover? 

A. This is an “all risk” form, 
subject to a certain exclusion, in- 
suring postage stamps, envelopes, 
official and revenue stamps, match 
and medicine stamps, covers, lo- 
cals, reprints, essays, proofs and 
other philatelic property, includ- 
ing books, pages and/or mount- 
ings in or upon which stamps are 
placed; also on rare and current 
coins, medals, paper money, bank 
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notes, tokens of money and other 
numismatic property, owned by or 
in custody or control of the in- 
sured. Coin albums, containers, 
frames, cards and display cabi- 
nets used in the collection are in- 
cluded. 


Exclusions 


Q. What are the exclusions? 

A. There are six groups of ex- 
clusions, as follows: 

1. Fading or transfer of colors, 
creasing, scratching, inherent de- 
fects, vermin, wear, depreciation 
and losses due to handling or 
processing. 

2. Mysterious disappearance of 
individual, unscheduled items, un- 
less mounted in a volume of which 
an entire page is lost. 

3. Losses in transit, except on 
items sent by railway express or 
armored car, registered mail, or in- 
sured parcel post. 

4. Theft from an 
automobile. 

5. Loss of property on an actual 
part of a stamp, money or numis- 
matic collection. 

6. Acts of war. 


unattended 


Rates 


Q. What are the rates for this 
covering? 

A. The annual charges per $100 
of insurance are: 

First $5,000 or part 

thereof 65¢ 

From $5,001 to $15,000 40¢ 

In excess of $15,000 25¢ 

The three-year rates are, in 
most states, 2.7 times the annual 
charges. Minimum premiums are 
$10 for one year or $27 for three 


years. In the balance of the states, 
the term figure and the minimum 
are still 2.5 times, and $25.00. 

Rates are subject to a discount 
of 10 per cent if 75 per cent of the 
property is kept in a fireproof 
safe, equipped with a combination 
lock. 


A Schedule Form 


All articles to be insured must 
be scheduled with the respective 
amount of insurance applying on 
each item, whether the items are 
singles, pairs, strips, blocks, 
sheets, covers, frames, cards or 
similar articles. 

Bulky schedules involving a 
great number of items may be in- 
sured without listing each item in 
the policy, if the proper schedule 
is on file with the insurance com- 
pany. 


Unattended Autos 


Removal of the unattended au- 
tomobile exclusion results in an 
increase of 5 per cent in the pre- 
mium applying on the entire 
schedule, although only a few 
items may be in the vehicle. Car 
thieves are quite active today and 
would take stamp and coin collec- 
tions with other property even if 
unaware of their value. 

Most insurance companies per- 
mit the inclusion of the stamp and 
coin coverage with other forms 
under the personal articles floater. 
With this combined arrangement, 
only one premium is charged, the 
highest applicable to the property 
insured. Of course such a plan 
reduces the number of policies 

Continued on next page 
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“NEW tor’ 61!” 


-e HIGH CASH VALUE POLICIES (par and non-par) 
e 7 YEAR GRADED PREMIUM WHOLE LIFE 
e TERM-POLICIES OR RIDERS 
LEVEL 
DECREASING 
INCREASING 


e WAIVER OF PREMIUM BASED ON 
EARNED INCOME 


e GUARANTEED PURCHASE OPTION 
e FAMILY PROTECTION RIDER 
e Many other SPECIAL FEATURES 


TO GET FULL DETAILS, CONTACT: 


Citizens Life INSURANCE COMPANY of NEW YORK 


33 Maiden Lane, New York 38, N. Y. 


LICENSED IN: 


MASSACHUSETTS 
MICHIGAN 
MINNESOTA 
MISSISSIPPI 
MONTANA 
NEBRASKA 
NEVADA 
NEW HAMPSHIRE 
NEW JERSEY 
NEW YORK 








ARIZONA 
CALIFORNIA 
CONNECTICUT 

- DELAWARE 
DISTRICT OF COLUMBIA 
FLORIDA 
ILLINOIS 
IOWA 
KENTUCKY 
MAINE 
MARYLAND 


NORTH CAROLINA 
OHIO 
PENNSYLVANIA 
PUERTO RICO 
RHODE ISLAND 
SOUTH CAROLINA 
UTAH 
VERMONT 
VIRGINIA 
WASHINGTON _ 

WEST VIRGINIA 





HAIGHT, DAVIS & HAIGHT, INC. 


Consulting Actuaries 
Insurance—Pensions 


2801 North Meridian Si. 
Indianapolis 8, Ind. 


5002 Dodge St. 
Omaha 32, Neb. 











Bourse Building 


E. P. HIGGINS & COMPANY 


Consulting Actuaries 
Auditors and Accountants 


Pension Consultants 
Philadelphia 6, Pa. 
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and can be used where the sched- 
ules of stamps and coins are lim- 
ited as to the number of items 
and total values. 


Special Exhibitions 


Special exhibitions held under 
the auspices of stamp societies 
and similar organizations can be 
insured in the names of these so- 
cieties. Special forms and rating 
plans will be used by the under- 
writers. 

Each company issuing the 
floater will probably make a thor- 
ough investigation of each pros- 
pect submitted for coverage, un- 
less they are satisfied with the 
producer’s recommendation of the 
collector. 

Many people have adopted the 
coin and stamp collection hobby. 
There are many stores that do a 
thriving business in the sale of 
these items. It is interesting to 
watch the collectors peering into 
the show windows of these stores. 
They are from all walks of life, 
professional people, business ex- 
ecutives, and a growing number of 
school boys. 


Two Cards 


One insurance agent with a 
substantial amount of this busi- 
ness and a collector himself makes 
a practice of mingling with these 
groups inspecting the store win- 
dows. He has two sets of cards. 
One type lists his name, address 
and business along with the sug- 
gestion the recipient contact him 
when in need of coverage. These 
first cards he offers to the more 
prosperous appearing collectors. 
The other cards merely recite a 
story, and these he distributes to 
the more unlikely members of this 
fraternity so that they will not 
feel slighted. 

The business this agent writes, 
in addition to the collector’s float- 
ers, is quite substantial since 
these people can also buy other 
forms of insurance. @ 
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Driver Training 


Continued from page 43 


of on-the-road training, or by the 
state’s prescribed” six hours on- 
the-road. But with the Drivo- 
trainer there would be a cost sav- 
ing of between $6.17 and $11.65 
per student. 

So the off-the-road driver train- 
ing was accepted in most cases by 
educators. Aetna Drivotrainers 
were placed in other classrooms. 
Los Angeles continued to operate 
the one classroom which had been 
installed experimentally. But only 
a few of the eligible students could 
use the “off-the-road” method. 
Most of the 11,895 driver training 
students in Los Angeles last year 
had to be content with on-the-road 
instruction—and the school officials 
had to find ways to meet the 
mounting costs. 


Limited Equipment 


Driver training has been con- 
ducted in all of the 37 high schools 
in the Los Angeles District. Larger 
schools are assigned two teachers 
and two dual-control cars. In these 
schools only about a third of the 
students eligible for driver train- 
ing can receive this instruction 
since the equipment is limited. In 
Polytechnic High School, where the 
15 Drivotrainer units are still in 
use through the cooperation of 
Aetna Life companies, five teachers 
and four dual-control cars can give 
driver training to almost all of the 
students eligible to take it. 

When the mobile classrooms with 
Drivotrainers became _ available, 
school executives in Los Angeles 
looked into the possibilities of leas- 
ing them. It was decided that large 
numbers of students could be 
trained at one school in a short pe- 
riod. Then the units could be 
moved to another school. With this 
system, four teachers with one mo- 
bile trailer and three dual-control 
cars could train 21 per cent more 
students in a year than could the 
same number of teachers with four 
dual-control cars. 

This program, they found, would 
have very surprising results. In- 
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stead of 73 training automobiles, 
they would need only 37. Instead 
of 65 teachers assigned for on-the- 
road instruction, they could assign 
only 44—a team of four for each 
mobile unit. And at the same time 
they could raise the number of stu- 
dents to receive driver training 


( 
i 
from 11,895 in 1960-1961 to 17,424 
in 1961-1962, an increase of 46 per 
cent. 

But figures on the cost to Los 
Angeles were even more startling. 
The State of California makes 
available $35 per student to any 
school district offering behind-the- 
wheel training. This money comes 
from special levies of $1 on each 
convicted traffic violator in addition 
to his fine. With these funds, the 
net cost to Los Angeles will actu- 
ally drop, even though enrollment 
in its driver training classes will 
be almost doubled. In 1960-1961 
gross cost for the program was 
$670,000 of which $416,000 is re- 
imbursed from the State. So the 
City money contributed to driver 
training was about $254,000. 

In contrast, the estimated gross 
costs for the program in 1961-1962 
will be $714,000, of which $609,000 
will be repaid from the State. Thus 


Los Angeles will have to pay about 
$105,000, less than half of their 


Drivotrainer Story 


The manufacturer of the driver 
training units has prepared a 
new booklet on the “Aetna 
Drivotrainer System of Instruc- 
tion.” It discusses studies of the 
system both in California and 
Wichita, Kansas, along with 
comments by safety educators, 
state regulations, and describes 
the premium reductions insur- 
ance companies offer for stu- 
dents who complete driver train- 
ing. 

For more information from 
Rockwell Manufacturing, circle 
number 82 on the card on page 
69. 


cost last year. The City has made a 
big gain from the lower gross costs 
per pupil—reduced from $58 to $41 
by the plan to use mobile Drivo- 
trainer classrooms. 


Off-Hour Classes 


But there are other anticipated 
gains. Driver training in after- 
school, Saturday, and summer 
classes may also be expanded, pos- 
sibilities not included in these 
other figures. So all this data adds 
up to some very real growth in 
driver training in Los Angeles. 

Another gain from such an ex- 
panded program goes, not to the 
school system, but to the parents 
of the students. An evaluation of 
driver training by the school dis- 
trict staff comments: “Pupils 
wished to enroll in driver training 
for a variety of reasons, but the 
most compelling to both pupils and 
parents appears to have been the 
prospect of getting lower insurance 
premium rates.” 

The school staff then went on to 
estimate the increased insurance 
costs to parents if the Los Angeles 
schools dropped the driver training 
program entirely. They set $150,- 
000 as the increased premiums to 
be paid each year for each group 
which missed the chance for driver 
training. Extending their figures 
for ten years, the staff said a total 
of $8,250,000 in additional pre- 
miums would have to be paid to get 
policies for those untrained drivers. 


Everyone Gains 


Whatever these figures might be, 
the whole driver training program 
for Los Angeles now adds up to 
big gains for everyone concerned. 
The eleven new mobile classrooms 
will train—in air conditioned com- 
fort—an increasing number of new 
drivers each year. The Los Angeles 
Board of Education has found a 
way to make a spectacular saving 
in its driver training costs. The 
parents of under-25 students will 
still pay the lower premium rates 
that apply when those youngsters 
have had formal driver training. 
And the general public can hope 
for the gains which should come 
from having better trained drivers 
put onto the roads each year. @ 
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Senate Report 
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compelling all insurers to be mem- 
bers of rating bureaus or requiring 
that all rates be uniform by legis- 
lative fiat. In either case, rate com- 
petition is effectively nullified, re- 
suiting in a conflict with the pur- 
pose of the McCarran Act and the 
spirit of Federal antitrust laws.” 


Bureau Rates Questioned 


Blame for these legal sanctions, 
the Subcommittee feels, must be 
laid to the states. The report re- 
affirms the Subcommittee’s belief 
“that the regulation of insurance 
by the states is in the public inter- 
est.” But it also regards as “un- 
fortunate” that many state insur- 
ance departments currently view 
bureau rate methods as superior. 

Arguments that ratemaking is 
an “actuarial science” in which only 
a single rate is defensible are based 
on “a tenuous rationalization,” the 
Senators say. Insurers are charged 
with using the argument because 
they are “fearful of the inroads 
into their business being made by 
the companies which have devised 
more efficient marketing techniques 
for getting the product to the pub- 
lic at a lower rate.” 

State insurance departments and 
regulatory officials are accused of 
embracing the view largely because 
their “regulatory responsibilities 

- are greatly simplified.” Pur- 
pose of the report, says Chairman 
Kefauver, “is to set forth for the 
guidance of the states some prin- 
ciples of effective rate regulation 
which conform most closely with 
the purposes and spirit of the Mc- 
Carran Act.” 

These are the Subcommittee’s 
guide lines for the states: 

1. Eliminate laws making mem- 
bership in rating bureaus compul- 
sory. 

2. Eliminate laws by which rates 
are established by the states on a 
uniform non-competitive basis. 

3. Specify that rates become ef- 
fective immediately upon filing, 
with the subsequent right of insur- 
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ance commissioners to review and 
disapprove rates which do not serve 
the public interest. 

4. Deny legal rights for indi- 
vidual competitors or combinations 
of competitors (through rating bu- 
reau) to oppose the rate filings of 
other insurers. 

5. Eliminate unnecessary re- 
strictions on the right to deviate 
from bureau rates, theoretically en- 
abling the public to purchase insur- 
ance at the lowest available rates 
“consistent with solvency.” 

6. Subject advisory organiza- 
tions and other trade associations 
to careful supervision by the states. 

All of these points are covered, 
more or less, by the “model” fire 
and casualty rating law for the 
District of Columbia, now pending 
before Congress. (October 1960 
SPECTATOR.) If passed, it would 
make rating laws for the District 
conform closely to the Subcommit- 
tee’s findings. 


Fill Vital Need 


The Subcommittee does not rec- 
ommend that rating bureaus should 
be destroyed. But it clearly be- 
lieves they could exist primarily 
as statistical pools which can pro- 
vide member firms with detailed 
and intricate data needed for sched- 
ule rating, especially vital in fire 
underwriting. 

The report states: “Rating bu- 
reaus should not be permitted to 
control or attempt to control the 
rating practices of any subscriber 
by withholding . . . vital data neces- 
sary to its operations and for which 
it is willing to pay a fair and rea- 
sonable price.” Likewise, the re- 
port contends, “subscribers should 
not be required to adhere to rates 
promulgated by a bureau, but 
rather should be permitted to pur- 
chase rating bureau materials as 
they choose.” 

While the report decries the ap- 
parent lack of competition in rate 
making, it also states that the 
“Subcommittee does not believe 
that insurance ratemaking should 
be left to the devices of unbridled 
competition.” The Subcommittee 
believes that its report outlines 
principles that “will provide for ef- 
fective competition within the 
framework of a regulated indus- 
try.” 


As in the pending rate bill for 
the District of Columbia, the Sub- 
committee report stresses the im- 
portance of the activities of the in- 
surance commissioner (or superin- 
tendent in the District) to give 
“protection for the public” by his 
power to exercise ultimate respon- 
sibility over rates. “While competi- 
tion becomes the chief arbiter of 
rates, the commissioner is always 
available to step in at any time to 
disapprove those rates which do not 
meet the statutory standards neces- 
sary for the protection of the pub- 
lic interest.” 


Significant Criticisms 


On most of the points made in 
the report, the Subcommittee mem- 
bers were in full accord. However, 
the minority views of Senators 
Everett Dirksen and Roman L. 
Hruska contain several significant 
criticisms. 

Senator Dirksen points out that 
“The majority report has taken so 
long (to compile and publish) that 
much of it is out of date and, with- 
out taking into account intervening 
developments, is not particularly 
useful.” Dirksen also charges that 
the report “lacks the complete ob- 
jectivity which we (the Repub- 
lican minority) believe a fair con- 
sideration of the record requires.” 

There was unanimous agreement 
among majority and minority mem- 
bers of the Subcommittee on two 
key points: 

1. It found no support for com- 
plete Federal regulation of insur- 
ance from any groups representing 
any of the important segments of 
the industry. 

2. It reasserts the belief that the 
regulation of insurance by the 
states is in the public interest. 

So the main point of the report 
still stands; the Senators want the 
states to act to clear up violations 
in insurance of the antitrust prin- 
ciples. Kefauver’s Subcommittee 
cites a dictum handed down in a 
1927 price fixing case, apparently 
because the group believes it has 
application in the insurance indus- 
try today: 

“Agreements among competitors 
concerning the price at which their 
goods would be sold have been un- 
reservedly condemned as a per se 
violation of the antitrust laws.” @ 
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The Editor Answers 


Old Blank Annual Reports 


Editor: 

First I was angry with you (for 
the list of prize winning annual 
reports in the June issue) but have 
since thought it was just your ig- 
norance since you don’t go below 
the Mason & Dixon. 

I enclose a booklet issued by the 
Pan-American Life. As to informa- 
tion disclosed, the Pan-American 
will always send it to persons who 
ask for a more complete survey. 
My experience of say 45 years is 
it’s hard to get a policy owner to 
even open such a report as this. 
As an experiment I have handed 
them a year-old report or a two- 
year-old report and none knew the 
difference. I advocate all pages 
blank as far as any interest from 
them can be noted. Revise your re- 
port and give the prizes over again. 

I have yet to find among my pol- 
icy owners one who will do more 
than wet a finger. Years don’t 
matter. I’ve used as an experiment 
annual reports one to three years 
old. Just wet a finger. Pages could 
be all blank and it would serve. 


Phil Redwine 
Indianapolis, Indiana 


The Editor Answers: 


Few policy owners are, we must 
admit, financial analysts. They 
don’t like to pore over columns of 
figures. Nevertheless as financial 
statements become more easily un- 
derstood, more non-financial peo- 
ple are reading them. Thus for 
those who are willing to open and 
read insurance annual _ reports, 
we'll probably continue our annual 
evaluation of them. 


Now, a Bouquet 


Editor: 


For the first time in too long a 
time, I sat down with a copy of 
THE SPECTATOR magazine and read 
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it from cover to cover. It was the 
July 1961 issue. 

Since I have been negligent in 
my attention to THE SPECTATOR, 
perhaps I am just now catching on 
to something that has been going 
on for a long time. But, it is a 
helluva good magazine. I found it 
not only interesting and informa- 
tive but extremely well put to- 
gether. May I offer my congratula- 
tions. You may be sure I will pay 
closer attention in the future. 

Name withheld 
by “The Spectator” 
Texas on "The Twins” 
Editor: 

I read with a great deal of in- 
terest the August 1961 issue of 
your publication. I am referring to 
the “Annual Endorsements of In- 
surance” issue. I wish to compli- 
ment your organization for a fine 
job done on this issue. 

I especially enjoyed the Special 
Endorsement s ec tion — and the 
story — “Twin Cities: Hub of the 
Upper Midwest.” However, as gen- 
eral agent of one of the life in- 
surance companies with head- 
quarters in Minneapolis-St. Paul, 
I was rather disappointed that no 
mention was made of my company, 
Minnesota Mutual Life. 

We members of the field force of 
Minnesota Mutual think that our 
company is tops from any point of 
view. We also feel that the men 
who direct our company are second 
to none. For your information Mr. 
Harold J. Cummings has contrib- 
uted much to the insurance indus- 
try and other fields as well. 

This letter is written in the 
spirit that it is the desire of 
most people to give credit where 
credit is due. 


George E. Nowotny, CLU 
New Braunfels, Texas 


The Editor Answers: 


And we print this letter, un- 
abashedly, in the same spirit.@ 








Some are too old for the liabil- 
ity limits they want. Some too 
young. Some face the same 
problem for reasons other than 
age. The solution: The Fund 
Insurance Companies. Here a 
complete Excess and Special 
Risk Department unravels 
knotty problems, offers surpris- 
ingly low rates and high limits. 
And this service is available to 
all agents and brokers. Contact 
the fieldman from The Fund in 
your area. He’ll gladly send you 
a rate card. 


FIREMAN'S FUND INSURANCE COMPANY 
HOME FIRE & MARINE INSURANCE COMPANY 
NATIONAL SURETY CORPORATION 
Note: Excess Liability and Special Risks 
available in most states 





VERDICT 


Continued from page 47 


concealment, and the existence of a 
chattel mortgage on the property 
insured was not material to the risk. 
The Miracle decision was based 
upon ambiguities in the policy and 
it was construed against the insur- 
ance company. The language in 
both cases to the effect that there 


is a duty on the insurance company 
to make inquiry of the insured 
concerning all matters material to 
the risk appears to be dictum un- 
supported by any sound legal the- 
ory.” 

“Nevertheless such concept is in- 
compatible with our more recent 
cases which treat the prohibition 
before us as a condition of liabil- 
ity rather than a matter of repre- 
sentation by the insured. To the 
extent those cases may be con- 
strued as excusing the violation of 
such a condition if the insurance 





We know there is a wide diversity of agencies and 
agents. We know that local conditions, type of operation and 
still other factors create these differences. 


SUN LIFE’S agency operations have been successful because 
our Home Office individualizes its cooperation and assistance 
to meet each agent’s specific needs. Our agents’ prosperity 

and loyalty are convincing proof that our individualized plans 
for personal-producing General Agents, tailored to the situation, 
have yielded mutually advantageous results. 


You should know more about what SUN LIFE can do for you— 
write today or just pin this page to your letterhead for a 
prompt reply. Your inquiry held in confidence. 


Just address it to BERTRAM A. FRANK, C. L. U. 
Vice President and Director of General Agencies 


Sun Life 


INSURANCE COMPANY OF AMERICA 
109 E. Redwood St. ¢ Baltimore 2, Md. ¢ Established 1890 








company makes no inquiry concern- 
ing the subject matter thereof, they 
are overruled. 


Clause Not Operative 


“It is finally argued that since 
the policy has a ‘pro rata’ clause 
(which limits the company’s liabil- 
ity to a proportion of the losses if 
there is other insurance), this in 
effect authorizes other insurance, 
contrary to the typewritten pro- 
hibition on the face of the policy. 
The simple answer to this conten- 
tion is that the pro rata clause 
takes effect only if other insurance 
is permitted. When it is not per- 
mitted. this clause is not in con- 
flict but simply inoperative. See 
Graham v. Eagle Fire Ins. Co., 182 
F. 2d 500.” 


The other policy on the house led 
to the case of Webb v. Wabash Fire 
& Casualty Co. Here again, the 
trial court granted summary judg- 
ment for the company because of 
a breach of one of the conditions 
of the policy. 


Total Limited 


The policy contained a “Total In- 
surance Permit” which limited the 
allowable insurance on the plain- 
tiff’s house to $5,000. At the time 
of the fire, plaintiff had insurance 
coverage totaling $6,000. The Court 
of Appeals affirmed the judgment 
for the company. 

In Howard v. Reliance Insurance 
Co. of Philadelphia, the insured 
brought suit to recover for a loss 
under their fire policy. The com- 
pany defended on the ground that 
at the time of the loss the insured 
had other insurance on their dwell- 
ing in violation of the terms of the 
policy. The company was success- 
ful in the trial court and the in- 
sured appealed. 


Prior to 1955 the insured had in- 
sured their property with the Ca- 
nadian Fire Insurance Co. On Feb- 
ruary 26, 1955, they procured a pol- 
icy from the Reliance which pro- 
vided: 

“OTHER INSURANCE: Unless 
otherwise provided in writing added 
hereto, other insurance covering on 
any building which is the subject 
of insurance under this policy is 
prohibited. If during the term of 
this policy, the insured shall have 
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any such other insurance, whether 
collectible or not, and unless per- 
mitted by written endorsement 
added hereto, the insurance under 
this policy shall be suspended and 
of no effect.” 

In affirming the judgment for the 
company, the Court of Appeals 
said: 

“The suit against the other in- 
surance company, which involves 
another phase of this controversy, 
is considered in a separate opinion, 
this day handed down. National 
Union Fire Insurance Co. v. How- 
ard. 


Ignorance No Defense 


“Appellants’ contention is that 
this prohibition against other in- 
surance should not have been en- 
forced because (1) appellants did 
not know it was in the insurance 
contract, and (2) the insurance 
agent did not make inquiry con- 
cerning other insurance. If the first 
contention were upheld, it would 
obviously nullify all terms and con- 
ditions of insurance contracts un- 
favorable to the insured. Since the 
policy is a written contract, its 
terms are binding on both parties, 
and after acceptance, the mere lack 
of knowledge of its contents by the 
insured could not furnish a sound 
legal basis for reforming it or void- 
ing its provisions. See Niagara 
Fire Ins. Co. v. Mullins, 218 Ky. 
473, 291 S. W. 760. 

“The contention that this condi- 
tion of the policy was waived be- 
cause the insurance agent did not 
inquire concerning other insurance 
was repudiated in Webb v. Stone- 
wall Insurance Company (this day 
decided). Even if this contention 
was sound, it is unavailing for the 
reason that appellants took out 
other insurance on the property 
after procuring appellee’s policy. 
Initial inquiry by the insurer would 
not have disclosed this. 


‘Collectible or Not' 


“The ‘Other Insurance’ provision 
states that the policy shall be sus- 


Growing Prospects 


Vast real estate developments loom up across America. 
Older families seek better lives. New families create new 
standards of quality. Insurance expenditures range from 
three to five hundred dollars a year. Homeowners insurance 
is a must. 


Royal-Globe, a leader in package policies, helps its 
agents sell Homeowners insurance through the same expert 
services all its other lines receive. In addition, Royal-Globe 
agents have the advantage of superior sales aids, such as the 
copyrighted Homeowners Comparison Chart. 


Are you cultivating prospects in the fertile soil of 
housing developments? 


| oN AL flog, 


e f 
pended and of no effect ‘if during \ Lp 
the term of this policy, the insured mA sven 
shall have any such other insur- : 
ance, whether collectible or not.’ | INSURANCE COMPANIES new vork 38, New York 


As a matter of fact, the existence of 
other insu rance on the property ROYAL INSURANCE COMPANY, LTD. - THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD. - ROYAL INDEMNITY COMPANY - GLOBE 
sy INDEMNITY COMPANY ~- QUEEN INSURANCE COMPANY OF AMERICA - NEWARK INSURANCE COMPANY - AMERICAN AND FOREIGN 
Continued on next page INSURANCE COMPANY - THE BRITISH & FOREIGN MARINE INSURANCE COMPANY LTD.- THAMES & MERSEY MARINE INSURANCE COMPANY, LTD 
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VERDICT 


Continued from preceding page 


either before or after the issuance 
of the policy in controversy is not 
the controlling consideration. 


Immunize Insurer 


“The purpose of this provision 
is clearly to immunize the insurer 
against an increase in the risk of 
loss which might be occasioned if 
the insured has excessive insurance 
coverage on the property at the 
time of the loss. (Citing cases.) 
When appellants subsequently took 
out additional insurance on this 
property in 1957, according to the 
plain terms of the policy sued on, 
liability thereunder was suspended 
and continued suspended (while 
the other policy was ostensibly in 
force) through the date of the loss. 


“The trial court therefore prop- 
erly upheld the defense on this pol- 
icy. 

“The judgment is affirmed.” 

This last case mentions the other 
policy with the National Union 
Fire. In the suit against the Na- 
tional the insured was successful in 
the trial court. However, the Court 
of Appeals reversed the judgment 
for the insured and directed a judg- 
ment for the company. The reason- 
ing behind both decisions is found 
in this part of the appellate court’s 
decision: 


Error in Lower Court 


“The trial court took the view 
that since the Canadian policy was 
in effect at the time appellees ob- 
tained the policy from Reliance In- 
surance Company in 1955, and since 
the Reliance policy prohibited other 
insurance (in the identical lan- 
guage above quoted), ‘the Reliance 
policy never became effective.’ 
Therefore, that policy did not con- 
stitute ‘other insurance’ either at 
the time of the issuance of appel- 
lant’s policy or at the time of the 


loss. We believe that the trial court 
overlooked the purpose of the 
‘Other Insurance’ provision and 
failed to give effect to certain sig- 
nificant language therein. 

“The purpose of _ prohibiting 
other insurance in a fire insurance 
policy is thus stated in Continental 
Ins. Co. v. Riggs, and Riggs v. 
Springfield F. & M. Ins. Co. 277 Ky 
361: The object of nonliability 
clauses of this type is to prevent 
the moral hazard from being in- 
creased without the knowledge of 
the insurer, who has assumed the 
risk. When several policies exist 
upon the same property, the desire 
on the part of the insured to pre- 
vent destruction by fire is greatly 
decreased. 

“Obviously this provision is de- 
signed to prevent excessive insur- 
ance coverage. From the stand- 
point of the risk, the significant 
fact is not how much insurance may 
be actually collected for a loss, but 
how much insurance there is osten- 
sibly outstanding on the property 
which the insured expects to collect. 
(This very case suggests the possi- 
bility that appellees had their prop- 


Washington National Insurance Company 5 0 years old...a 
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erty insured for more than it was 
worth, which would make it of little 
concern to them if the house burned 
down—provided they collected all 
the insurance, which they have 
tried to do.) 

“Since this prohibition is aimed 
at lessening the risk, its purpose is 
not fulfilled by restricting, in a 
particular case, plaintiff’s recovery 
to only one of several outstanding 
policies. This subsequent limita- 
tion of liability (which accrues to 
the benefit of other insurance com- 
panies) does not give the present 
defendant the precedent protection 
which it wrote into the policy. 


Significant Reference 


“The ‘Other Insurance’ provision 
above quoted makes it very clear 
that the insurer sought to provide 
against excessive coverage, not 
against excessive recovery. This 
part of the contract significantly 
refers to other insurance ‘whether 
collectible or not.’ Such language 
obviously is designed to. cover the 
precise situation before us by fore- 
stalling appellees’ contention that 


in fact they had no ‘other insur- 
ance’ because the other insurance 
company successfully defended a 
claim on its policy. See Howard v. 
Reliance Insurance Company (this 
day decided). 

“Appellees rely on Kelly v. 
American Insurance Co., Texas, 
316 S. W. 2d 452, which lends sup- 
port to the judgment in this case. 
However, we recently considered 
that case and expressly declined to 
follow it in National Union Fire 
Ins. Co. v. Hendriz, Ky., 337 S. W. 
2d 875. Appellees rely also on 
Springfield Fire and Marine Ins. 
Co. v. Snowden, 173 Ky. 664, 191 
S. W. 439. In that case a similar 
‘Other Insurance’ provision was not 
enforced because the insurance pol- 
icy containing this provision had 
not been delivered to the insured 
and the Court found the company 
liable on an oral contract of insur- 
ance. That was an unusual case 
(as we observed in Niagara Fire 
Ins. Co. v. Mullins, 218 Ky. 473, 291 
S. W. 760) but clearly it has no 
application here. 

“Appellees make the plea that 
they did not read their insurance 


Although we have 


policies and that it is a hardship to 
deny recovery on both of them. 
These considerations have perhaps 
led some courts into rather strained 
decisions. However, in one of our 
earliest cases a provision such as 
the one before us was recognized as 
a reasonable, essential and enforce- 
able part of a fire insurance con- 
tract. Baer v. Phoenix Ins. Co., Ky. 
(4 Bush) 242. 


Recent Case 


“In one of our most recent cases 
we decided that where two such 
policies prohibit or limit other in- 
surance, the violation of these 
terms constitutes a valid defense 
on both policies. National Union 
Fire Ins. Co. v. Hendrix, Ky. 337 
S. W. 2d 875. See also Graham v. 
American Eagle Fire Ins. Co., 182 
F. 2d 500; Aetna Ins. Co. of Hart- 
ford v. Jeremiah, 187 F. 2d 95; 
Cherewaty v. Grangers Mutual Fire 
Ins. Co., 181 Md. 149, 28 A. 2d 824, 
143 A. L. R. 421. 

“The judgment is reversed with 
directions to enter judgment for 
the defendant.” @ 


engaged in providing valuable 


services to our policyowners for half 


a century, our philosophy is as modern as 
tomorrow. Still young in spirit, the past 50 
years have been but a beginning. 


ta sign of age 


We will continue to serve and satisfy our 
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we have in the past. 


policyowners in the future as well as 


LIFE * ACCIDENT * SICKNESS * HOSPITAL 


GROUP * SURGICAL * MEDICAL 


Home Office: Evanston, Illinois 





Buyer's Job 


Continued from page 45 


In Mortgage Insurance, too... 


insurance subjects, as follows: 


CTI TaelF- Tam are ts 
the Plus 
That Makes 
“2. Self insurance. (For selected 


aBats risks) Criteria for deciding which 
kinds of risks, if any, should be 
self-insured. 


“1. Risk assumption. Company 
policy on the acceptance of risk as 
a simple condition of doing busi- 
ness, without buying coverage or 
setting aside a fund under a self- 
insurance arrangement. 


Sale... 


Disability 
Protection! 


“3. Commercial insurance. Basic 
policy on insuring with commercial 
carriers, and criteria for determin- 
ing which risks are appropriate 
for purchased coverage. 


“4. Hold harmless agreements. 
Statement of policy on being a 
party to such agreements, and un- 
der what circumstances. 


“5. Inspection of insurance cer- 


he Home Guardian 
ys a face amount 
it least equal to the 
maining balance on 
6% mortgage in 


monthly income to 

over the regular 
ortgage payments 
fter six months of 
otal disability. 


ent of death, 


t age 35, annual 
remium for the 20 
ar policy is only 
.37 per thousand 
f Initial Face 
mount. Minimum— 





For complete information, call your Guardian Manager or write: 


The GUARDIAN Life Insurance Company 
OF AMERICA 


A Mutual Company «¢ Established 1860 
Park Avenue South at 17th Street, New York 3, N. Y. 


OVER $2 BILLION DOLLARS OF LIFE INSURANCE IN FORCE! 


tificates. A policy statement re- 
quiring that service organizations, 
contractors, truckmen, etc., when 
working for the company, are to 
maintain their own insurance cov- 
erage so that the company does not 
become liable for their actions. A 
stipulation that these certificates 
are to be inspected regularly and 
checked to see that they have not 
expired. 


“6. Appraisals and records of 
items and their valuation. A policy 
statement on method of appraisal: 
the original cost method, the re- 
placement cost method, or some 
sort of ‘modified cost’ method. The 
stipulation that accurate and up- 
to-date records of company proper- 
ty, work in progress, and inven- 
tories are to be kept, with accurate 
valuations. 


Choosing Brokers 


“7, Selection of brokers. Basie 
policy on criteria for the selection 
of insurance brokers. A statement 
that brokers are not to be retained 
because of personal friendship, mu- 
tual favors, etc. 


“8. Insurance consultants. Pol- 
icy determining whether the com- 
pany is to hire independent outside 
insurance consultants to aid in any 
difficult area of insurance manage- 
ment. 
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“9. Criteria for determining 
type of carrier. Guidance for the 
insurance manager in determining 
which type of carrier to use: re- 
ciprocal exchange, stock companies, 
mutual companies, etc. 

“Most companies will be able to 
add other elements to the list, de- 
pending on their own specialized 
needs. Basically, however, policy 
statements and job descriptions for 
the insurance manager’s work 
should not rely entirely on the 
popular statement that he is to 
‘purchase adequate insurance at 
the lowest possible cost’; it leaves 
too much room for poor judgment 
and entirely omits any kind of real 
guidance. 


Sample of Good Statement 


“One fairly clear basic policy 
statement on insurance manage- 
ment has been developed by a pa- 
per manufacturer participating in 
this survey. This statement in- 
cludes some, though not all, of the 
elements named as essential by Mr. 
Gallagher, and others in addition. 
Such excellent examples of the ex- 
pression of policy on the purchase 
of insurance are not commonly 
found. Where they do exist, they 
are of extreme value to the com- 
pany insurance manager. It reads 
as follows: 

“It is the company’s policy, 
through the purchase of insurance 
under the direction of the insur- 
ance department, to insure against 
loss or damage to property of its 
own, against loss or damage to 
property of others for which it is 
responsible, and against loss of cor- 
porate earning due to business in- 
terruptions. 

“Tt is the company’s policy to 
purchase deductible insurance pro- 
tection, if by this method it can 
obtain reasonable premium savings 
without endangering the financial 
condition of the company. It is the 
company’s policy to continue the 
use of retrospective rating agree- 
ments where available, providing 
that the premium credit, which 
may be obtained in two or three 
years’ good experience, would ex- 
ceed the penalty in one bad year. 

“It is the company’s policy, 
when no deductible feature is in- 
volved, to file claims for insured 
losses to corporation only if a loss 
exceeds $100. Liability claims in- 
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volving third parties will be filed 
regardless of amount, because of 
the necessity of obtaining releases 
from claimants. 

“Tt is the company’s policy to 
provide information on uninsured 
losses on property belonging to the 
corporation or to others. Such in- 
formation is to be forwarded to the 
insurance department by formal re- 
port or by copies of correspond- 
ence.’ 

“With such a statement of basic 
policy in hand, the company insur- 


ance manager is in a better posi- 
tion to go about his daily work. 
Very few medium-size or small 
companies have developed such 
statements, however, even though 
they may be in greater need of 
them for the guidance of part- 
time insurance managers.” @ 

(From “Company Organization 
of Insurance Management” Re- 
search Study 49. 80 pages. $3.75. 
Published by American Manage- 
ment Association, 1515 Broadway, 
New York 36, N. Y.) 











OntINUItY 


Washington’s Birthday, 
1867, was a busy day for the 
BUFFALO. We made our first 
five agency appointments. 
Number one was an agency in 
Lancaster, New York. In 1869 
we appointed an agent in 
Sandusky, Ohio and in 1870 
we entered Michigan and 
Connecticut. 

The BUFFALO arrived in 
Boston on Patriot’s Day, 1873. 
Its facilities expanded rapidly 
enough to participate in the 
Chicago and San Francisco 
Fires. 

In all these areas the 
BUFFALO has been continu- 
ously represented. THIS IS 
CONTINUITY. 89 years in 
Indiana, 87 in Maryland, 81 in 
New Jersey, 78 in Mississippi 
for example. 
CONTINUITY has helped 
bring SUCCESS and SECU- 
RITY to BUFFALO agents. 


To learn what such continu- 
ity would mean to you,send 
for your copy of ‘‘The High 


Buffalo Insurance Company, 220 Delaware Avenue, Buffalo 2, N. Y. 
I’m interested in providing better coverages and improved services. 
Please send, without obligation, a copy of ““The High Road” which 
explains “THE BUFFALO PLAN” 


Street 








Executive Office: 


rom Michelangelo's Moses 


“Trifles make perfection— 


and perfection is no trifle.” 


—trifles make for realistic plant security, too. 


When life, property and profits are at stake, 
dependable protection against fire, burglary and 
other hazards requires constant attention to a 
multitude of details. 


Round-the-clock reliability of ADT service 
is due to painstaking concern for trifles — in 
design, manufacture, installation, maintenance 


AMERICAN DISTRICT TELEGRAPH COMPANY 


133 Sixth Avense, 


ORGANIZATION 


NATIONWIDE 


(Michelangelo, 1475-1564) 


and, above all, split-second readiness to detect 
trouble and give the alarm. 


Proof of dependability is the fact that ADT 
helps safeguard 55 billion dollars’ worth of com- 
mercial and industrial properties—and protects 
more than 70,000 service subscribers in 2600 
municipalities across the nation. 


For facts on plant security that you can 
always depend upon, call an ADT security 
specialist, listed in your phone book. Or write 
our executive office for booklet (Canada and 


USS. only ). 


AOT 
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PRODUCTS,SERVICES 


Report Forms for Insurance 


In Industrial Plants 


Standard report covers all areas 


of insurance needs, figures in plants. 


Two standard insurance survey 
forms—one for corporate insurance 
and one for group coverages—for 
use by insurance managers of multi- 
plant companies have been prepared 
by Richard Prouty, Norton Com- 
pany insurance manager, for the 
MAPI Insurance Council. These 
reports, when prepared at the plant 
level, provide information that is 
valuable to the home office review 
of local insurance protection and 
loss prevention programs and also 
helps the corporate insurance man- 
ager to make his plant visits more 
effective. 

Single copies are available at 
$1.00 from the institute. 

(Company: Machinery and Allied 
Products Institute.) 


For Further Information Circle 74 on Card 


Side Opening File Drawers 


Now on the market are “Shelva- 
drawer” file drawers with a side 


September 1961 


USE REPLY CARD ON PAGE 69 


For more information on one or more of these 
items, tear out the reply card. Circle on it the 
number or numbers matching the figures following 
each item in which you are interested. Fill in the 
blanks, sign your name and mail the card. 

This reply card is not an order blank. Please do 
NOT send money to THE SPECTATOR. Card merely 
tells the supplier that you want, without obligation, 
more information about his product or publication. 


opening, ball bearing suspension 
drawer file for correspondence and 
legal size papers and folders. The 
file gives the advantages of drawer 
file, drop filing, and slide access 
shelf filing. It features short slide, 


full exposure, low cost, and .im« 


mediate transfer from other filing 
systems without a new system. 
Available in all-welded units of 
3, 5, or 7 levels high. 

(Company: Wheeldex & Simpla 
Products ) 
For Further Information Circle 75 on Card 


Life in Utah 


The division of Statistics and Re- 
search, Institute of Life Insurance, 
has published a report on life insur- 
ance in Utah. “The Growth of Life 
Insurance in the State of Utah” 
covers the years 1940 to 1960. 
Charts break the totals down by or- 
dinary, group, and industrial insur- 
ance; health, life, mortgages, and 
premiums are compared with per- 
sonal income. 

(Company: Institute of Life In- 
surance. ) 

For Further Information Circle 76 on Card 


Carriage-less Typewriter 

An electric typewriter that types 
by means of a single sphere-shaped 
element bearing all alphabet char- 
acters, numbers, and punctuation 
symbols eliminates the need for 


type bars and movable carriages. 
“Selectric” uses the conventional 
keyboard, but, as the typist types, 


the element moves across the page 
from left to right and selects and 
types the desired character. 
Changing type faces on “Selec- 
tric” can now be done in seconds; 
the typist can fit in another sphere 
with a full new type face. Thus 
she can put in new type for even 


part of one line in a letter. Car- 
riage return “jolt” is also elimi- 
nated. Price ranges from $395 to 
$445 depending on sizes. 
(Company: International 


ness Machines. ) 
For Further Information Circle 77 on Card 


Busi- 


Dispenser for Flammables 
A new mobile safety dispenser 
for flammable liquids, introduced 
by The Protectoseal Company, 
Continued on next page 
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Through the years 

since 1/99—agents have 
been pleased with 

the friendly cooperation 
of Providence Washington. 


You do well when you sell 
PROVIDENCE 
WASHINGTON 


THE COMPANY WITH 
QUALITY + INTEGRITY * FRIENDLINESS 


20 Washington Place 
Providence 1, R. |. 








THE OLDEST INSURANCE 
COMPANY IN THE WORLD 


55 FIFTH AVE., NEW YORK 
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saves time and labor in re-filling 
safety cans, wash tanks, bench cans, 
and other equipment at their job 
locations. 

The unit has a liquid transfer 
pump fitted with a six-foot neo- 
prene hose which has a sealed-in 
static grounding wire to prevent 
static buildup during transfer oper- 
ations. A vacuum breaker mechan- 
ism in the pump instantly shuts 
off liquid flow and prevents spill- 
age. The pump handles up to five 
gallons per minute. 


(Company: Protectoseal. ) 
For Further Information Circle 78 on Card 


Automatic Copying Machine 


A fully automatic photocopying 
machine that turns itself on, sup- 
plies the copy paper, makes the ex- 
posure, peels away the negative, 
adjusts itself to any length origi- 
nal, trims, and delivers developed 
prints at the rate of four copies per 
minute has been introduced by 
Ampto, Inc. The Amptomatic 
makes black and white copies of all 
colors, and takes any kind of origi- 
nal up to 11 inches wide. 

The Amptomatic requires no lin- 
ing up of the original and sensitized 
paper. Copies are flat, no paper 
curl, and are delivered dry. Copies 
will not stick to each other or to 
any other surface. 

(Company: Ampto, Inc.) 


For Further Information Circle 79 on Card 


Movable Paper Shredder 


A new office paper shredder de- 
stroys confidential records into the 
thinnest shreds of any shredder 
now on the market. It can give you 
88 pounds of packing paper an hour. 
Paper clips and fasteners will not 
harm the machine, which weighs 
71 pounds and is on casters for 
transportability. 

(Company: Michael Lith Sales 


Corporation. ) 
For Further Information Circle 80 on Card 


Parallel Entry Calculators 


Solenoid operated digital print- 
ers, calculators, and tape punches 


for high speed serial or parallel 
entry are detailed in a free six- 
page brochure from Victor Adding 
Machine. 

The booklet illustrates alpha-nu- 
meric print-out for sequential item 
counting, variable input accumula- 
tions, test and inspection recording. 
Also it explains the unit’s use for 
data accumulation from remote lo- 
cation. 

(Company: Victor Adding Ma- 
chine. ) 

For Further Information Circle 83 on Card 


Permanent Storage Binders 


A convenient and inexpensive 
method for permanent storage of 
punched office forms is provided by 
two versions of the Perma Snap 
Bindr. Eighteen stock models are 
offered with %-inch flexible nylon 
posts for marginal-punched burst 
and unburst forms. Thirty models 
are available with 3/16-inch alumi- 
num posts for all other office forms. 
The Bindr protects against dust, 
dirt, and moisture. 

The binders are delivered knock- 
down flat in plastic bags for space 
saving storage. An_ illustrated 


folder with details and specifica- 
tions is available. 


(Company: Office 


Manufacturing) 
For Further Information Circle 84 on Card 


Equipment 


Radiation Hazard Signs 


Brady Self-Sticking Radiation 
Hazard Signs are printed in AEC- 
specified magenta on a bright yel- 
low background. The color com- 
bination, plus the official radiation 
symbol, gives strong warning of 
radiation hazard. Legends printed 
on the signs, such as “caution 
radioactive material” or “contami- 
nated waste”, give specific warn- 
ing messages. The signs stick 
without moistening to any clean 
and dry surface, flat or irregular. 
A silicone plastic overcoating 
shields the sign from dust, dirt, 
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oil, water, chemicals, and abra- 
sion. Twenty-seven different signs 
are available in five different sizes. 
Warning stripes are furnished in 
rolls 18 yards long by 1%, 2, and 
3 inches wide. 

(Company: W. H. Brady Com- 
pany.) 
For Further Information Circle 85 on Card 


Vendor Takes $1 Bills 


The first flight insurance ma- 
chine to accept one dollar bills has 
been developed by Tele-Trip Com- 
pany. The machine takes quarters 
and U. S. one dollar bills, rejecting 


H 
i 


any other denominations. This 
added convenience will overcome a 
shortage of change. The machine 
was first installed at Chicago’s 
O’Hara International Airport, for 
the sale of Mutual of Omaha flight 
insurance and in cooperation with 
AC Automatic Services. 
(Company: AC Automatic Serv- 
ices ) 
For Further Information Circle 86 on Card 


Aids To Audio Selling 


“Top Secrets of Successful Audio 
Selling” is a free booklet that gives 
16 aids to the proper use of films 
and sound films. How to set up the 
equipment, present the story, and 
get that sale are covered in the 
booklet. 

(Company: Audio Visual Asso- 
ciates. ) 


For Further Information Circle 87 on Card 


Small, Light Calculator 


portable, 
electric calculator has been put on 
the market. Weight is seven pounds, 
size is smaller than a telephone. 
Calculator adds, subtracts, multi- 
plies, and divides. Operating speed 


A compact, ten key 
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is 360 cycles per minute. Totals to 
11 columns. Multiplies from the left 
and right, holds a constant, and has 
automatic decimal indication in 
division. 
(Company: 
Company. ) 


For Further Information Circle 88 on Card 


Bohn Duplicator 


Typing in Color 


Typewriter ribbons in eight col- 
ors, from “light blue” to “medium 
brown” can now be bought to match 
the color of the letterhead. This is 











the first time that high density 
polyethylene ribbons have been 
marketed. The film ribbon is mar- 
keted by IBM electric typewriter 
sales department. 

(Company: IBM.) 


For Further Information Circle 89 on Card 


Area Planning for Hospitals 


Communitywide planning can 
help to improve the quality of hos- 
pital care and forestall unwar- 
ranted increases in hospital costs, 

Continued on next page 
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WELL DONE. Congratulations from the Prudential to 


Brokers recently awarded the Chartered Property and 


Casualty Underwriters Key. Congratulations for a job 


well done. The unfailingly high professional standards é 
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advocated by the Chartered Property and Casualty 


Underwriters reflect credit on the entire insurance industry. % 
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TO OVER 35 MILLION PEOPLE—INSURANCE MEANS PRUDENTIAL 





Your counsel 


is relied on with complete confi- 
dence by your client. You'll safe- 
guard his interests — and yours — 
when you point out the need for 
a factual, provable appraisal as the 
mly sound basis for determining 
his insurance protection. 


THE LLOYD -THOMAS co. 


Recognized Appraisal Authorities 


HOME OFFICE: 
4411 Ravenswood Avenue 
Chicago 40, Ill. 
Dept. TS 


REPRESENTATIVES COAST TO COAST: 


Buffalo 
Cincinnati 
Cleveland 
Columbus 
Dallas 

Des Moines 


Detroit 

Grand Rapids 
Houston 
Indianapolis 
Kansas City 
Louisville 
Los Angeles 


Milwaukee 
Minneapolis 
New Orleans 
New York 
Pittsburgh 
St. Louis 


behind every 


SOUTHLAND LIFE 
AGENT 


..is a top-ranking company, making 
him one of the most respected men in 
his home town. Full line of policy con- 
tracts, many with life-time renewals. 


Over $300,000,000 
in Assets 


Over $1,800,000,000 


Insurance in Force 


Southland ;. Life 


Home Office © Southland Center 
Dallas, Texas 





PRODUCTS,SERVICES 


Continued from preceding page 


according to a Joint Committee re- 
port by the American Hospital 
Association and the U. S. Public 
Health Service. 

The report, “Areawide Planning 
for Hospitals and Related Health 
Facilities,’ was prepared by a 15- 
member Committee to develop 
guidelines and principles for area- 
wide health facility planning. 

Single free copies of the 56-page 
report may be obtained from the 
Public Health Service, U. S. De- 
partment of Health, Education, and 
Welfare, Washington 25, D. C. 


Fast, Easy Chart Making 


Charts, graphs, and visual tables 
can now be made without ruling, 
drawing, painting, hand lettering, 
measuring, or figuring. In one 
third the time and at one third the 
cost, pie, bar, line, or other types 
of charts can be made by using the 
premeasured, prelined, and prelet- 
tered kit, a straight edge, a razor 
blade, and a jar of cement. The kit 
includes pre-ruled backboards on 
which charts are built; fully scaled 
bars and circles; solid and dotted 


lines with self-adhesive tabs; and 
individual letters, dates, and com- 
mon words printed on strips in book 
form. 


(Company: Duchart, Inc.) 
For Further Information Circle 90 on Card 


Stencil Storage Cabinet 


Stencil storage in a low cost 
metal cabinet cuts costs from dam- 


age to re-used stencils and elimi- 
nates loss or misplacing of impor- 
tant stencils. Model S Stenfil holds 
up to 100 stencils, suspended from 


dividers that will hold all standard 
sizes. Model P will hold 50 offset 
plates with separate pockets for 
storing the negatives, and an index 
for reference. 

(Company: Foto-Field, Inc.) 


For Further Information Circle 1 on Card 


Sales Training Film 


Psychological deterrents to sales 
and ways to overcome them is the 
subject of a new training film pro- 
duced by Roundtable Productions. 
The film shows the unseen influ- 
ences that block good communica- 
tion between salesman and custom- 
er. Available in color and black 
and white. 

(Company: Roundtable Produc- 


tions. ) 
For Further Information Circle 2 on Card 


Comparison of Stock Returns 


Trends in investment returns are 
covered in a new Federal Trade 
Commission report titled ‘Rates of 
Return on Stockholders’ Investment 
for Identical Companies in Selected 
Manufacturing Industries for the 
Years 1940, 1947-59.” The report 
shows higher profit rates for all but 
three industries from 1958 to 1959. 
Highest increases occurred in 
carpet and rug producer categories; 
up from 4.5 per cent in 1958 to 10.3 
per cent in 1959. Industrial chemi- 
cals earned highest rates in 1959 
with 16.9 per cent. Rayon producers 
were lowest at 6.5 per cent. 

Copies of this report may be ob- 
tained by writing to the Publica- 
tions Section, Federal Trade Com- 
mission, Washington 25, D. C. 
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Bookshelf (Continued) 


“languages” for programming. 
author, Ned Chapin, is an associate professor 
it San Francisco State college and a systen 
Stanford Research Institute. Chapters covei 
nn for programming; simple programming; pro- 
to save storage, for accuracy, for speed, and 
and library programs. 
blisher: McGraw-Hill Book Company. 


For Further Information Circle 275 on Card 


New Edition of Property Text 
“Practical Fire and Casualty Insurance” is out in its 
Prospective licensees can use this book 
for state examinations. Fieldmen for fire con 


+ 


casualty and surety sections t 


iews of the market. 
J. Edward Hedges, Ph.D., CLI PCI 
Williams, Ph.D. Both are insurance prof¢ 
na University. The text has been completel) 
from previous editions, and two new chapte1 
ple peril and health contr: . nave been added 
National Unde 
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“How The American helped me turn 
a poor fleet risk into bonus business!” 


by a Pennsylvania insurance agent 


“One day I got an invitation to some business . . . but 
who’d want it? An automobile fleet’s adverse loss ratio 
for the past four years had resulted in refusal of the 
present carrier to renew coverage. 


“Nevertheless, I mentioned it to Dick Abraham, Spe- 
cial Agent for The American. He turned the problem over 
to Safety Engineer Harold Culin at The American’s 
Pittsburgh Branch Office. His review of the insured’s 
past experience showed that the accidents were small 
but frequent ... many resulting in minor property dam- 
age while backing up or parking. It was clearly a matter 
of unsafe driving practices. He recommended that a 
continuing safety program be installed. 


“The insured agreed and The American wrote the 
fleet at a premium based on previous experience—and 
picked up the Workmen’s Compensation and General 
Liability, as well. The American sent safety literature 
and monthly bulletins to the insured and his drivers. 
I even helped conduct quarterly safety meetings. Losses 
were drastically reduced, making subsequent premiums 
considerably lower. 


AUTOMOBILE + BONDS + BURGLARY - 


FIRE & ALLIED LINES > 


“To show his appreciation, when the insured formed 
another corporation a short time ago, he awarded me 
the entire insurance package including an Installment 
Sales policy with a $20,000 annual premium! Is it any 
wonder I always check The American FIRST?” 


You, too, can help yourself to extra income by 
taking advantage of The American's fine reputation, 
multiple line facilities and excellent branch office 
services ... offering authoritative underwriting, 
prompt policy-writing, expert engineering, pre- 
mium auditing and speedy claim attention. Con- 
tact your closest branch office. Let us prove to 
you that The American means business ... MORE 
BUSINESS FOR YOU. 


NEWARK 1, NEW JERSEY 
The American Insurance Company « American Automobile 
Insurance Company « Associated Indemnity Corporation 


GENERAL LIABILITY + GLASS 


GROUP ACCIDENT & HEALTH » INLAND & OCEAN MARINE + MULTIPLE PERIL * WORKMEN’S COMPENSATION 
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Sudden Shift 


Continued from page 48 


can be expected to persist only so 
long as the public continues to 
view life shares with unalloyed 
boom psychology.” 


Important Court Decision © 


In the property/casualty _ field, 
the analysts agree thatvone particu- 
lar event has caused renewed in- 
terest in the shares of some stock 
companies. The event was the New 
York Court of Appeals. decision 
that a life insurance company. can 
buy the controlling interest of a 
fire and casualty carrier. 

Value Line sees “wide price 
gains in selected issues” because 
of “their existing or potential af- 
filiation with major life insurance 
companies.” The duPont report 
says, “The New York court deci- 
sion caught prices already on the 
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COMPLETE AMERICAN PROTECTION 


uptick as a result of the industry’s 
successful efforts toward a return 
to underwriting profitability. It 
gave the group an added boost 
which has enabled shares of fire 
and casualty insurers to outper- 
form the market, and maintain 
high price levels despite a first 
quarter setback in the underwrit- 
ing recovery.” 

In addition to the mere “urge to 


merge” which might account for: 


some of the reaction to the New 
York decision, duPont points out 
a specific factor which is influenc- 
ing the prices of some property/ 
casualty shares. “One fact should 
not be overlooked. The large mu- 
tual life companies, when they are 
free and ready to enter the fire and 
casualty field, will have to buy 
large stock companies outright, at 
fair liquidating value, as they can’t 
offer a share exchange.” 

The same emphasis is part of 
the Value Line analysis. “Under- 
writing activities will probably 
continue to be just mildly profit- 
able or possibly a negative influ- 
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ence on overall earnings of these 
(fire and casualty) companies. But 
even after allowance is made for 
a stock market setback which 
would shrink portfolio values 
somewhat, fire / casualty carriers 
merit investor interest for their 
underlying worth, rising portfolio 
earnings, and ‘sell-out’ potential- 
ities as the trend to all lines un- 
derwriting and a closer rapport 
between fire /casualty and life 
companies gathers momentum.” 


All Lines Next Step 


Both of these reports saw this 
trend to all lines underwriting as 
especially significant now. Value 
Line added this note, “The next 
great step is that of unifying on 
a broad front the merchandising 
of all forms of consumer insur- 
ance — automobile, homeowners’, 
health and life insurance and an- 
nuities. Present legal restrictions 
present well nigh insuperable ob- 
stacles to outright mergers be- 
tween fire/casualty and life com- 
panies. But the move toward sin- 
gle ownership of a fleet of affili- 
ated life and fire / casualty com- 
panies is likely to accelerate.” 

“But the trend which definitely 
will dominate the future,” says the 
duPont analysis on the same theme, 
“is the trend toward complete mul- 
tiple line mergers. . . . There are 
still objections to complete com- 
bines of course — principally the 
cost of merging or starting a new 
life company, and the difficulty of 
having life salesmen sell fire and 
casualty insurance, and vice versa. 
But chances are, these will have 
little long-range hindering effect. 
The public is all for convenience, 
and the insurance industry is out 
to offer all it can in every way it 
can.” 

Even though other factors are 
undoubtedly influencing the prices 
of shares in insurance companies, 
the rate of interest earned on life 
assets, the proportion of perma- 
nent and temporary insurance in 
force in a life company, the prog- 
ress in fire and casualty under- 
writing results, and the “urge to 
merge” into life - fire - casualty - 
health groups will be the four 
major forces to set these stock 
prices in the short-term ahead. @ 
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Term Accident Plan 


Covers Conventions 


Policy pays principal sum for accidental death 
or dismemberment plus blanket medical payment 


Bona fide trade and professional 
organizations, and employers may 
now purchase a Conventioneers’ 
Term Accident policy. This pro- 
vides complete, 24-hours-a-day ac- 
cident coverage for individuals and 
their families attending conven- 
tions. 

To cover a particular convention, 
a master policy is issued to the 
sponsoring organization. Applica- 
tions for those planning to attend 
are then mailed to the prospective 
delegates. Premiums are returned 
either to convention headquarters 
or to the insurance agent. Policy 
covers man and wife and children 
over 15 who attend the convention. 
Maximum period is 15 days, in- 
cluding time for travel to and from 
the convention. 

Plan pays $50,000 or $25,000 for 
accidental death or dismemberment 
at the choice of the insured. There 
is also a $1,500 or $1,000 blanket 
medical reimbursement benefit. The 
premium ranges from 50 cents to 
$1.00 a day per person. 

(Company: Stuyvesant 
ance. ) 

For Further Information Circle 204 on Card 


Insur- 


Premiums Reduced at Age 65 


Designed to help people continue 
their full life protection after re- 
tirement, a new life policy has 
reduced premiums after age 65. 
Minimum amount issued is $25,000. 
Called the Executive Protector 
Whole Life, the plan has level 
premiums to age 65, then cost 


September 1961 


drops approximately one-third for 
the same amount of insurance. 
For an insured buying at age 
45 or younger the “step-down” 
premium might be paid entirely 
by dividends if the company’s 
present dividend scale is maintained 
and he elects that option. On a 
policy issued at age 40, the annual 
premium per $1,000 of protection 
will be $32.46 up to age 65 and 
drop to $10.51 after that birthday. 
(Company: State Mutual Life 


of America.) 
For Further Information Circle 205 on Card 


Group Health Excess Plan 


A new insurance contract bolsters 
the lifetime medical, surgical and 
hospital care for residents of The 
Sequoias, a $6 million California re- 
tirement hotel community. Non-sec- 
tarian, the community is a project 
of the Northern California Presby- 
terian Homes, Inc. 

The insurance contract insures 
residents of the project and takes 
over if their total hospitalization 
costs exceed $40,000 in one year. 
Program is administered by the 
Firemen’s Fund Insurance. The 
Fund’s limit of liability is pegged 
at $175,000. 

Community residents are 60 
years of age and over, and are 
retired people of middle and upper 
middle income level. They lease 
homes and get all they need, includ- 
ing lifetime medical care, from 


the community management. 
For Further Information Circle 206 on Card 


WHAT THE NUMBERS MEAN 


If you would like more information about one or 
more of the policies or lines reviewed here, circle 
on the card between pages 68 and 71 the number 
or numbers following those items. Write your name 
and address on the card and drop it in the mail. 


Policy Covers Gas Stations 


A multiple peril contract offers 
complete protection to service sta- 
tions in one policy. Coverages in- 
clude fire and lightning, extended 
coverage, vandalism and malicious 
mischief, loss of earnings or busi- 
ness interruptions, and a number 
of liability risks. 

This new policy enables service 
station owners and operators to 
protect their business under one 
policy and to budget their insur- 
ance cost by the month. The insured 
will also know exactly what his 
coverage will cost him because 
the policy is written for one or 
three years with no audit. 

(Company: Wolverine Insur- 


ance. ) 
For Further Information Circle 207 on Card 


Estate Plan for Students 


A student Estate Plan is sold in 
units of $5,000 at an annual premi- 
um of $20 per year to students 
aged 15 to 27. Policy is modified 
term with an automatic conversion 
clause to whole life at age 28. 
At age 31 the insured has an ad- 
ditional option to purchase perma- 
nent insurance up to face amount 
then held, regardless of health 
or occupation. 

(Company: North America As- 


surance of Virginia.) 
For Further Information Circle 208 on Card 


High Disability Limits 
The Golden Commander disabili- 
ty contract pays up to $800 per 
month for loss of income. The 
policy has lifetime benefits for 
accident disability and sickness 
benefits up to age 65. It is designed 
to give long-term income security 
to business and professional men. 
The $800 benefit is available to 
men with gross income of $1,000 
a month or more. Policy is avail- 
able to all executives with annual 
income of $6,000 or more. Benefits 
in multiples of $100 a month are 
paid up to 80 per cent of gross 
Continued on following page 
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Continued from preceding page 


earnings. Men in certain occupa- 
tions are not eligible. 

To qualify for benefits, for the 
first 24 months the insured will 
be considered disabled if unable 
to perform any and every duty 
pertaining to his occupation. After 
that, the classification changes to 


“any gainful occupation” for which 
he is qualified by education, train- 
ing, or experience. 


(Company: Kemper Insurance.) 
For Further Information Circle 209 on Card 


New Accident Plan for Execs 


A new accident policy has been 
especially designed for business- 
men who do a lot of traveling. It 
can provide up to $100,000 cover- 
age for passenger travel in a 
common carrier — airplane, train, 





ANOTHER PRODUCT 


SALES POWERED BY 


PLANNED|\L 


® 


BY STATE MUTUAL\OF AMERICA 


GUARANTEED INSURABILITY RIDER 


Here’s a product with high merchandising potential. 


Let’s look at one example: 


You sell a $2,000 Junior Thrift Builder with a 
G.I. Rider. At age 21, his insurance automatically 
jumps to $10,000. Beginning at age 25, the insured 
can exercise his option — every three years until 
age 40—to buy an additional $10,000 of perma- 
nent insurance. At age 40 he could have a total of 
as much as $70,000 of permanent life protection 
—all purchased without regard to health or occu- 
pation, and at standard rates. 


The juvenile market is just one merchandising area. The 
G.1.R. is also a natural for doctors, dentists, interns, 
college students and young executives. 


For more details, see your nearest State Mutual office 
or write us here in Worcester, Massachusetts. 


STATE MUTUAL 
> OF AMERICA 


State Mutual Life Assurance Company of America, Worcester, Massachusetts 





bus, or taxi. The Executive Travel 
Accident Policy pays one of four 
basic accidental death benefit 
amounts ranging from $10,000 to 
$25,000. 

Quadruple death benefit coverage 
is provided for common - carrier 
accidents, double for private auto- 
mobile travel as a driver or pas- 
senger, and the face amount for 
non-travel accidents. Someone oth- 
er than the insured may purchase 
the policy and be designated the 
beneficiary and owner. This keeps 
the proceeds of the policy out of 
the insured’s gross estate where 
federal estate taxes would be ap- 
plied. 

The policy will not be sold in 
Canada, and triple rather than 
quadruple benefits for common- 
carrier accidents will be paid to 
Californians to comply with laws 
in their state. 

(Company: 
York.) 


Mutual of New 


Disability Income Plan 


A new non-can disability con- 
tract is on the market. The level 
premiums are guaranteed renew- 
able to age 65. Also the original 
premium is guaranteed. There is 
no aggregate limit to benefits and 
choice of monthly indemnity is 
guaranteed for 60, 36, or 15 
months. 

Premiums are automatically 
waived during disability after 90 
days, or waiting period if longer. 
There is a wide choice of waiting 
periods to dovetail with existing 
protection. 

Policy is available only to men 
aged 21 to 55 in AAA, AA and A 
classes. 

(Company: Sunset Life.) 


For Further Information Circle 210 on Card 


Policy for Kart Drivers 


The “Four-Star Kart Protective” 
policy insures the personal liability 
of karting enthusiasts. Drivers of 
the miniature vehicles are covered 
for $10,000/$20,000 bodily injury 
and $5,000 property damages. 
There is also a $3,000 accidental 
death benefit and $300 transporta- 
tion coverage. 

Protection covers ownership, 
maintenance or use including rac- 
ing, on all private property in 
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the U. S. and Canada. Additional 
members of the insured’s family 
may be insured for additional 
premiums. Basic premium is $25 
or $30, depending on state in which 
policyholder lives. 

(Company: Universal Automo- 


bile Insurance. ) 
For Further Information Circle 211 on Card 


Automatic Conversion 


A new guaranteed convertible 
five-year term insurance policy 
features a lower premium during 
the first two years. Issued for a 
minimum amount of $25,000 to 
persons between ages 15 and 60, 
the policy is convertible to life or 
endowment insurance any time 
during the five-year period. 

Triple indemnity coverage is 
available as well as waiver of 
premium benefits. These provide 
for the automatic conversion to an 
ordinary life policy if the policy 
owner is totally disabled at the 
end of the five-year period of the 
term insurance. 

(Company: New York Life.) 


Non-Can Disability Income 


A non-cancellable disability in- 
come plan has a base coverage of 
three years for accident and sick- 
ness. The accident income provi- 
sion may be extended to cover life- 
time disability. 

An accidental death and dis- 
memberment feature pays up to 
$25,000. This amount doubles in 
case of specified travel accidents. 
Policy cannot be cancelled up to 
age 65, cannot be contested after 
two years, and is non-aggregate. 
A hospital indemnity plan may be 
added. 


(Company: Craftsman Life.) 
For Further Information Circle 212 on Card 


Group for Small Firms 


A program of group insurance 
for business firms employing fewer 
than 25 persons is called Pro- 
gressive Employers Program. Life 
insurance, disability income, hos- 
pital-surgical, and major medical 
benefits are available. 

Features include choice of hos- 
pital benefits payable for 200 days, 
a renewal safeguard conversion 

Continued on following page 
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in an insurance company represents many factors. There are 
the factors of policyholders and premiums; of assets and sur- 
plus; of savings to policyholders; of territories in which the 
company writes. Last but not least, there is the growth in 
experience of our Special Agents and of the Home Office per- 
sonnel. In all these, PLM can point to continued growth, year 
after year, due in large measure to our loyal local agency fam- 
ily. Why not be a member of this successful family yourself. 


plm 


PENNSYLVANIA LUMBERMENS MUTUAL INSURANCE COMPANY 
PLM Building « Philadelphia 7, Pa. 
Regional Offices in New York, Los Angeles, Charlotte, N.C., Phoenix, Ariz. 


A MULTIPLE LINE COMPANY 
‘Founded in the Birthplace 
of American Mutual Insurance” 
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privilege for hospital - surgical 
benefits, and on-the-job coverage 
for persons ineligible for work- 
men’s Compensation. 

Disability income and hospital- 
surgical benefits are in the package 
form. Five disability income and 
10 hospital-surgical packages are 
available. Hospital-surgical cover- 


age providing room benefits of 
$10, $12, $15, $18 and $20 may 
be selected from two series of 
packages. 

(Company: United of Omaha.) 


For Further Information Circle 213 on Card 


Disability Income to $500 


A new series of disability income 
contracts are non-cancellable to age 
65 for men and to age 60 for 
women. Benefits paid during ill- 
ness or accidental injury range 
from $100 to $500 per month. 


AT LOWER COST... 


Lelk’s MULTI-PERIL APARTMENT HOUSE POLICY 


Now, the modern technique of insurance 
packaging brings broader coverage at a 
substantial saving to apartment building 
owners. 

One broad policy provides all the basic 
property and liability coverages pros- 
pects usually need. Special features 
include rental income provisions...auto- 
matic extra expense coverage to $1,000... 
sixty day coverage for new construction. 
Check now for availability in your state. 


Comprehensive sales and underwriting 
kit on package—policy production...now 
helping L & L agents build premium 
volume across the nation. Contact your 
L & L fieldman or write Advertising 
Department... 





Income period selected may be for 
one year or to age 65 (for men) 
with optional lifetime accident 
benefits. 

For women the maximum income 
period is two years. Accidental 
death and dismemberment benefits 
and a daily hospital benefit for up 
to 180 days are optional additions. 

For partial disability there is a 
half-payment clause for a max- 
imum of six months following total 
disability after an accident. Other 
payments will include up to $25,000 
for accidental death and a top of 
$15 a day for the hospital. 

(Company: Ohio National Life.) 


For Further Information Circle 214 on Card 


Contracts and Policies Notes 


ASSOCIATED INDEMNITY CORPORA- 
TION, member of the American 
Group, has announced a Safe Driv- 
er Award plan for New Jersey 
motorists. Premium is 25 per cent 
off base liability and collision rates. 
Contract runs for six months at 
50 per cent of the annual premium, 
and is written on the broad form 
Family Auto Policy. 

ALLSTATE has extended its pro- 
tection against cancellation en- 
dorsement to New Jersey motorists 
coming under its “Good Driver” 
plans. The endorsement has already 
been introduced in seven other 
states. 

MASSACHUSETTS MUTUAL LIFE 
will now add decreasing term and 
family riders to existing policies 
as well as to new issues. Thus 
a policyholder can add mortgage 
insurance when he buys a house. 
Company will also automatically 
remove occupation ratings (ex- 
cept aviation hazard) from policies 
when the insured reaches age 65. 
On policies issued after age 60, 
ratings will be charged for only 
five years. 

HEALTH INSURANCE PLAN of 
New York has been authorized by 
the State Insurance Department to 
increase rates and broaden cover- 
age for group and _ conversion 


subscribers. New rates become ef- 


* Lonpvon & Lancasnire INSURANCE GROUP 


Li?) 
Lancasnine * fective in November, and are lower 


GROUP THE LONDON & LANCASHIRE INSURANCE COMPANY, LTD. 
Ry me SAFEGUARD INSURANCE COMPANY 
STANDARD MARINE INSURANCE COMPANY, LTO. 


than those HIP sought to put into 
effect in September. 
ZURICH-AMERICAN has announced 
statewide reductions on its Merit- 
matic auto policies in Pennsylvania, 
Alabama, Arkansas, and Kansas. @ 


20 Trinity Street, Hartford, Connecticut 


NEW YORK * CHICAGO - SAN FRANCISCO 
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Norway 


Continued from page 45 


ment, travel and vocational train- 
ing subsidies, and assistance to- 
wards obtaining a livelihood, plus 
payment of Health Insurance and 
Old Age Pension preminums. 


Health Insurance Since 1911 


Health insurance, oldest of the 
numerous social security plans, 
dates back to 1911. By an Act of 
1956, health insurance was made 
compulsory for all Norwegians, 
whether employees or employers. 
At present, about 1,820,000 are 
covered. The membership is divid- 
ed into two categories: Employees 
who receive benefits in kind as well 
as in cash, and non-employees 
whole insurance covers only bene- 
fits in kind. The latter services in- 
clude medical treatment, with free 
choice of physician; physiotherapy ; 
speech therapy; midwife assist- 
ance; costly medicines; treatment 
and care in hospital, sanatorium, 
maternity clinic, and rehabilitation 
institute. Medical care is extended 
for unlimited periods. 

The same applies to hospitaliza- 
tion. Incapacitated employee-mem- 
bers are entitled to draw cash sick- 
ness benefits for up to 104 weeks. 
The act contains special provisions 
for registered fishermen, sealers, 
whalers, seamen in overseas traffic, 
civil servants abroad, and military 
personnel. This scheme is also 
financed by membership premiums, 
plus contributions from employers, 
the state and the various municipal- 
ities. Old age pension payments be- 
gan in 1937. Under a new law, in 
force since Jan. 1, 1959, the means 
test is no longer required for get- 
ting the basic pension. Any person 
70 years of age who fulfills certain 
conditions is eligible, irrespective 
of capital assets and income. Nor- 
wegian subjects and foreign refu- 
gees must have resided in Norway 
or served on Norwegian vessels for 
five years before putting in claims. 
The cost of pensions and adminis- 
tration is financed by premiums, 
paid by every Health Insurance 
member, plus contributions from 
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employers, municipalities and the 
state. In 1959, Old Age Pensions 
were being paid to a total of 270,- 
000 individuals. Pensioners include 
about 150,000 single persons and 
some 60,000 married couples. 


Eight Additional Plans 


Folketrygden includes eight ad- 
ditional insurance and _ pension 
plans. Occupational Accident Insur- 
ance went into force on Jan. l, 
1960. This covers all employees, as 
well as fishermen, sealers, school 
children and students, altogether 
1.5 million persons. Disability In- 
surance for Military Personnel, in- 
troduced in 1953, covers officers and 
conscripts who are incapacitated in 
connection with peacetime service. 
The state pays the whole cost. Pen- 
sions are assessed according to in- 
come. Three additional groups have 
separate pension plans. About 53,- 
000 seamen, under an Act approved 
in 1948, belong to an insurance 
scheme providing for old age pen- 
sion, widow’s pension, and chil- 
dren’s pension. Pensions are now 
being paid to some 15,000. A simi- 
lar insurance, in effect since 1958, 
provides pensions for Norwegian 
fishermen, sealers and _ whalers. 
About 4,000 are now drawing pen- 
sions. There is also a general pen- 
sion plan for forestry workers. 


Dependent Children Covered 


This scheme, covering some 22,- 
000 workers, dates back to 1952. The 
Children’s Pension, established in 
1946, provides an annual] allowance 
to everyone supporting children un- 
der 16, except for the first. There 
is no means test. The plan covers 
some 320,000 families with 510,000 
children. The state pays % and 
municipalities 4% of the cost. Some 
26,000 children under the age of 18, 
who have lost either parent or 
were born out of wedlock, receive 
an annual allowance under the 1957 
Act on Survivor’s Benefits for Chil- 
dren. Finally, Norway has two 
separate war pension plans for 
military personnel and civilians. 
These schemes, which originated in 
1941, pay benefits to over 26,000 
persons who incurred injuries dur- 
ing the war 1939-1945, while fight- 
ing for Norway at home and 
abroad. @ 


Another Product of 
Berkshire Life’s 


Project One 


Breakthrough! 


BIG NEWS 


INSURED 
PENSION 
PROSPECTS 


A pioneer in the insured 
pension field, Berkshire Life 
has been offering one of 
the finest systems avail- 
able, with guaranteed issue 
up to $10,000 on 5 life 
cases increasing to $35,000 
on 25 or more lives, all 
backed by full technical 
support from experienced 
pension specialists. 


THE BIG NEWS! 


Now Berkshire Life becomes 
the first century-old legal 
reserve company to offer 
insured pension policies, 
with premiums computed on 
the new 1958 CSO Mortality 
Table and a new policy 
pricing system. 


Combine these dynamic new 
features now offered with 
the outstanding quality 
always offered by Berkshire 
Life and you have an unbeat- 
able approach to pension 
prospects—an approach 
guaranteed to provide ben- 
efits custom tailored to the 
prospect’s needs. 


For full details, contact 
the nearest Berkshire 
Life General Agency 


AB eRKSHIRE LIFE 


INSURANCE COMPANY 


PITTSFIELD, MASSACHUSETTS 


A MUTUAL COMPANY FOUNDED IN 1851 


LIFE, ACCIDENT & SICKNESS, 
PENSION PLANS, ANNUITIES 





Life is 
Different 


California 
Life 


The climate is right 
for growth ina 
California Life 
GENERAL AGENCY 
of your own 


Write today to Byron Anderson, 
sales vice president, for full infor- 
mation about a general agency 
opening for you with California 
Life. Find out how this dynamic 
40-year-old company can make 
your lifework more rewarding. 
California Life-size commissions, 
liberal contracts. If you are seek- 
ing a general agency situation 
with maximum growth potential, 
California Life is the life for you. 
Write or wire Mr. Anderson today. 


CALIFORNIA LIFE 
INSURANCE CO. 


Dept. H, 4400 MacArthur Blvd. 
Oakland 19, California 


General agency opportunities now available 
in: Alaska, Alabama, Arizona, California, Colo- 
rado, Florida, Idaho, Illinois, Indiana, Louisi- 
ana, Michigan, Minnesota, Missouri, Nevada, 
Oregon, Pennsylvania, South Dakota, Utah, 
Washington, and the District of Columbia. 
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Insured Person is confined in a 
hospital; (4) patent medicines or 
other drugs and medicines lawfully 
obtainable without the prescrip- 
tion of a physician or surgeon.” 

Another company attempting 
this coverage is Intercoast Mutual 
Life of Sacramento. This company’s 
experience has been limited to two 
group cases on an experimental 
basis. 

Latest to start testing the pre- 
payment plan for prescription drugs 
is Fireman’s Fund, which entered 
the field in May, 1961. The Fund 
plan offers coverage to companies, 
associations, unions, and other Cali- 
fornia groups through Association 
Group Insurance Administrators, 
which will serve as consultants. 
Fireman’s Fund is underwriting 
the plan. 

The plans as written by Pacific 
National Life and Intercoast Mu- 
tual Life had no deductible. The 
Fireman’s Fund plan has a mini- 
mum deductible of $1 for the first 
$5 of a prescription. From $5 to 
$19.99, the company pays 80 per 
cent of the prescription charge. On 
prescriptions of $20 or more, the 
Fund pays half the amount over 
$19.99. Maximum benefit of $100 
a year for an individual with a 
maximum family benefit of $500 


per year. Rates are $1.50 a month 
for an individual. Family rate is 
$3.50 per month. 

Last June one of the companies 
involved reported to THE SPECc- 
TATOR that an examination of 
seven months’ experience on one 
group showed paid claims averag- 
ing $i.72 per month single com- 
posite. The company estimated that 
approximately 30 to 40 per cent 
should be added to the figure as 
unreported and pencing reserve. 
Based on this estimate, the incur- 
red then would be roughly between 
$2.30 and $2.50 per month. 

At this rate benefits incurred 
are running close to the national 
average of $3 a month, or about 
$32.50 a year per American family. 
This adds up to more than $3.5 
billion spent on drugs, not includ- 
ing those administered in hospitals 
or doctors’ offices. One source esti- 
mates that drug use has increased 
74 per cent in the last five years. 
Since drug costs rose close to 10 
per cent, annual spending for these 
drugs has risen 120 per cent in that 
period. 

Providing a means by which 
families can “‘insure” or “pre-pay” 
their drug and medicine costs can 
add an attractive new feature to 
the health insurance picture. The 
problem of making this coverage 
financially attractive to the carrier 
may be answered by these pilot 
plans now in operation in Cali- 
fornia.@ 
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Fact Book 
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lines showed the heaviest losses. 
Both insured and uninsured, they 
amounted to more than a billion 
dollars. Estimated fire losses last 
year rose to $1,107,824,000, high- 
est dollar volume in history. In- 
crease was 5.8 per cent over the 
losses for 1959. It was the fourth 
year in a row that fire losses topped 
the billion dollar mark. This fig- 
ure covers property damage only, 
that is buildings and contents. It 
excludes close to $400 million lost 
in burning aircraft, auto, forest, 
and other non-building fires. 

The record loss totals for the last 
few years in part was due to the 
greater number of buildings con- 
structed, to the contents, and also 
to the rise in value of both build- 
ings and contents as a result of the 
inflationary economy. According to 
the National Board of Fire Under- 
writers, the loss of property in re- 
lation to total quantity of goods 
subject to burning has’ edged 
steadily lower. 

Other lines reported in detail in- 
clude inland and ocean marine, 
surety bonds, boiler and machinery, 
glass, and various fire statistics. 
Tropical storm fatalities since 
1915 and tornado deaths since 
1916 are also shown. 

From information supplied by 
the Bureau of Labor Statistics, the 
booklet shows consumer price in- 
dices for medical care items, 1939 
to 1960. This table shows the larg- 
est percentage of increase as being 
in rates for hospital rooms. 

Work injuries in manufacturing 
during 1960 showed a reduction 
from 1959. For the first nine 
months of 1960, the cumulative 
average was 11.4 disabling injuries 
per million man-hours worked. In 
1959 this figure was 12.1. In the 
past 22 years there has been a 40 
per cent decline in the fatality rate 
of industrial employees throughout 
the nation. Thus it has been pos- 
sible for the casualty carriers to 
cut premium rates for workmen’s 
comp. despite increasing benefit 
schedules. 

Single copies of “Insurance Sta- 
tistics 1961” are available free. To 
obtain a copy, circle No. 81 on card 
on page 69. @ 
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in life... 
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who gave us a great first fifty. 


| 
CONTINENTAL ASSURANCE @ 


Chicago 














These Monthly Letters Are 
Imprinted Especially for You To Create Prestige: 
EXECUTIVE VIEWPOINTS . INSURED PENSIONS .. . EM- 


PLOYEE BENEFIT PLAN REVIEW .. - NET AFTER TAXES... 
BUSINESS SECURITY . . . INSURANCE BUYERS NEWSLETTER 
Write for Sample Copies 
CHARLES D. SPENCER & ASSOCIATES, INC., Publishers 
180 W. Adams Street, Chicago 3, III. 











Universal 
insures 
SPECIAL 
RISKS 


UNIVERSAL 
AUTOMOBILE INSURANCE CO. sone 


A CAPITAL STOCK COMPANY 
HOME OFFICE 
$QO00 NORTH DELAWARE «@ INDIANAPOLIS 2, INDIANA 


79 








NAMES MAKE NEWS 


Boddiger Elected President; 
Wetzel, 


George C. Boddiger has been elect- 
ed president of Pacific Fidelity 
Life. He succeeds Maxwell C. 
King, founding president of the 
five-year-old company. King has 
been elected chairman of the 
board. 

Olin A. Wetzel has been promoted 
to executive vice president of 
Florists’ Mutual. He replaces 
J. C. Wetzel, who has retired 
after 34 years with the com- 
pany. 

Frank L. Farwell, formerly vice 
president and manager of the 
New England division of Lib- 
erty Mutual, has been appointed 
executive vice president, for 
both Liberty Mutual and Lib- 
erty Mutual Fire companies. 


Robert I. Curran, Jr. (I.), general agent for 
Massachusetts Mutual, receives his certifi- 
cate of election and his gavel from past 
president Harry Phillips, 3rd (r.), CLU, as 
he becomes president of the Life Under- 
— Association of the City of New 
York. 


H. David Brannon, former under- 
writing manager for American 
Mercury of Washington, D. C., 
has been elected a vice presi- 
dent. Randall Brooks, opera- 
tions and personnel manager of 
the company, has been elected 
to the additional post of assist- 
ant secretary. 


Farwell Executive VP's 


Associations Pick New Officers 


Raymond J. Wetterlund, chairman of the board of Washington 
National, has been nominated for president of the American 
Life Convention by a unanimous decision of the nominating 


committee. 


Professor Walter J. McNerney, director of a three year study of 
hospital and medical economics at the University of Michigan, 
has accepted the presidency of the national Blue Cross Asso- 


ciation. 


John C. Stapel has been appointed secretary of the National Asso- 
ciation of Mutual Insurance Companies. Stapel had been presi- 
dent of the association in 1955, and is currently secretary of 
the Missouri Association of Farm Mutual Insurance Companies. 

L. Russell Blanchard, director of advertising for Paul Revere 
Life, has been nominated for president by the nominating com- 
mittee of the Life Advertisers Association for the 1961-62 year. 
William A. Neville has been nominated for vice president, and 
Robert M. MacGregor, treasurer. 

Sylvester C. Smith, general counsel of Prudential, and a former 
president of the New Jersey State Bar Association, has been 
elected president-elect of the American Bar Association. James 
B. Donovan, partner in the New York law firm of Watters and 
Donovan, succeeds Welcome D. Pierson as chairman, section 
of insurance, negligence and compensation law, American Bar 


Association. 


Edwin J. Sealy, CPCU, treasurer, Davis & Dissette, Inc., has been 
named a trustee of the Insurance Board of Cleveland in place 
of past president Paul R. Goldenbogen, who has resigned as a 


member of the board. 


Lario J. Balboni has been elected president of the Boston Life 
Underwriters Association. Balboni is immediate past president 
of the New England General Agents and Managers Association. 


George A. Kirshbaum, formerly 
vice president of Transport In- 
demnity since 1947, has joined 
the Security Mutual Casualty 
as vice president. 

Evan Lougheed, formerly vice 
president in the sales depart- 
ment and a member of the ad- 
ministrative committee of Farm- 
ers Insurance Group, has been 
appointed vice president in 
charge of sales, and a member 
of the executive committee. 

Kenneth W. S. Soubry, vice presi- 
dent of Alexander & Alexander, 


has been appointed operating 
head of the New York office for 
the international brokerage 
firm. 

George N. Henson, formerly in 
southwestern group sales and 
service activities for Metropoli- 
tan Life, has been appointed 
third vice president in group 
insurance. Warren I. Beckwith 
has been appointed assistant 
vice president, group insurance. 
. Albert Burgoyne, formerly head 
of the personal risks depart- 
ment of Liberty Mutual, and 
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Charles D. Oliver, manager of 
the company’s southern divi- 
sion, Atlanta, have been elected 
vice presidents. 

Charles A. Waters, formerly in 
Chicago for Prudential Insur- 
ance, has been named executive 
director of agencies of the west- 
ern home office in Los Angeles. 


C. A. Lambrecht, 
former assistant 
United States man- 
ager for Commer- 
cial Union-North 
British Group, has 


been promoted to : 

Senuty U. 6 Mew ap . 

ager. 

W. J. Nevermann, chief invest- 
ment officer for Combined In- 
surance, has been appointed a 
vice president. 

Kenneth F. Maclver, assistant 
secretary and secretary to the 
financial committee for John 
Hancock Mutual Life, and Rob- 
ert W. Cary, director of per- 
sonal health insurance, have 
been elected second vice presi- 
dents. 

Benjamin F. Jones, CLU, North 
Central vice president for Mon- 
arch Life, has been appointed 
vice president in charge of 
agency operations. 

James C. Wilson has assumed the 
position of vice president and 
actuary of Security General In- 
surance and Security Fire and 
Indemnity Company. 


W. L. Schaefer, Jr. (I.) and J. G. Sharpe 
(r.) have been promoted to assistant United 
States managers for Commercial Union- 
North British Group. Schaefer joined the 
Group in 1937, and most recently has been 
supervising operations in the eastern states. 
Sharpe has supervised the midwestern 
states, 


George L. Hampton, Jr., has been 
promoted to the new position 
of vice president and assistant 
to the president for The Phoe- 
nix of Hartford Companies. 
Alfred S. Barraclough has been 
appointed assistant secretary. 

Continued on next page 


September 1961 











in your future 


. . may depend on Security today: Security-Connecticut, that 
is. This is the most modern of companies — the one multiple- 
line company pledged to the American Agency system. Your 
future looks bright with Security — because Security today 
offers you contingent-commission and profit-sharing contracts 
for qualifying business, policies priced to meet direct writer 
competition, shaped to sell with modern features like monthly 
payments and deviated policies. Gazing into the future, your 
clients and prospects alike look to Security-Connecticut for 
the protection of the fruits of their success, and of the people 
who make striving for success worthwhile .. . 


SECURITY-CONNECTICUT—the single source for all these lines: 
life * accident « fire * casualty * group * automobile + marine « 
bonds and all other, forms of personal business insurance. 


The 
een Be, Security « Connecticut 
: ; 


G 


PAS Insurance Group 


New Haven 5S, Connecticut 


4 

oy AN | 
— Security Insurance Company of New Haven 

Connecticut Indemnity Company 

Security-Connecticut Life Insurance Company 

Fire & Casualty Insurance Company of Connecticut 

Founders’ Insurance Company 


SECURITY IS 
OUR PRODUCT 





NAMES MAKE NEWS 


the past two years Eilers has 
been studying for his Ph.D. in 
economics under a Huebner 


Louis Helfenstein and Morris 


Orber have been advanced from 
assistant vice presidents to vice 


Continued from preceding page Foundation Fellowship. 


presidents of Consolidated Com- 
panies, New York City. John J. 
Robert W. Strain, Jeffrey, former investment man- 
CPCU, CLU, for- ager, has also been named a 
merly a member of : ‘i : 
the ashe Sitte a vice president. Robert E. Van 
, Board of Insurance, Brunt, vice president, has been 
insurance director of the Vei- has been appointed named to the newly created post 
executive secretary Send is Z 
of the Nottenal As: of administrative vice _ presi- 
dent, underwriting. 


erans Administration. 
g — iation of Insur- 
Robert D. Eilers, CLU, has been —— 

ee Jack O. Robinson, formerly presi- 
dent of a credit life company in 


appointed assistant director of has been on the 

the S. S. Huebner Foundation NAIC — subcommit- 

for Insurance Education. For [20 ,reviewing rat Colorado, has been elected vice 
president of Resolute Insurance 

Group, Hartford. 


ing laws. 

Daniel J. Brady, former assistant 
director at John Hancock Mu- 
tual Life, has been promoted to 
director of personal health. 

Philip W. Scheide, vice president 
of Phoenix of Hartford Insur- 
ance, has been designated the 
senior officer of the new depart- 
ment of property insurance un- 
derwriting. The new depart- 
ment consolidates the former 
fire, inland marine, and multiple 
peril underwriting departments. 

Wilbur F. Smith, formerly assist- 
ant vice president in fidelity- 
surety for United States Fidelity 
and Guaranty Company, has 
been elected a vice president. 
Karl H. Doerre was advanced 
to assistant vice president and 
Richard D. Reinhardt was ad- 


vanced to assistant secretary. 


Philip J. Budd, career VA em- 
ployee, has been named chief 





GRADUATE STUDENTS 
YOUNG PROFESSIONAL MEN 





Many successful Life underwriters specialize in these 
markets, with great success. 


For the young professional man, the hazard of serious 
disability is greater than the hazard of death. 


He needs Disability insurance as well as Life insurance. 


Provident has a special plan of Non-Cancellable and 
Guaranteed Renewable Accident and Sickness coverage 


designed expressly for this great and growing market. 


We have named it “Modified 65.” Our brochure Form 
Hugh Grogan has 
been appointed vice 
asking. president of Gen- 
eral Life of Wiscon- 
sin. Grogan has 
been active in all 
phases of insurance 
for the past eleven 
years. 


J. Robert Holt, formerly with the 
investment department of First 
Security Corporation, Salt Lake 
City, has been appointed assist- 
ant to the president of the 
North Central Companies. 

Walter E. Bradbury has_ been 
named actuarial secretary of 
Massachusetts Mutual Life. 
Bradbury joined the company 
in 1924 as a member of the 
mailing department. He was 
elected assistant secretary in 
1953. 

Warren R. Whitted, formerly 
manager of the Chicago service 


1455-PT tells the full story. A copy is yours for the 


BROKERAGE -BUSINESS INVITED 





Consult the Provident office 
nearest you or write to 


ACCIDENT DEPARTMENT 


PROVIDENT 


LIFE AND ACCIDENT INSURANCE COMPANY 
CHATTANOOGA 
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office, Mutual of Omaha, has 
been named assistant vice presi- 
dent, benefits division. 

Robert L. Hurley, formerly with 
Liberty Mutual Fire, has joined 
tae staff of the Inter-Regional 
Insurance Conference as actu- 
ary. 


Weldon H. Harris, 
formerly assistant 
vice president of 
Preferred Insurance, 
Grand Rapids, 
Mich., has been 
elected vice presi- 
dent, underwriting. 


William A. Hake, formerly vice 
president and sales manager of 
Advisers Fund Management 
Corporation, a subsidiary of 
Standard Life of Indiana, has 
joined Investment Policies, Inc., 
Minneapolis-based management 
company, as vice president in 
charge of sales. 

Richard D. Shoulders has been 
advanced to the newly created 
position of director of advertis- 
ing for Occidental Life of Cali- 
fornia. Paul D. Minch, Jr., has 
been promoted to senior adver- 
tising supervisor. 

Donald S. Benny, formerly chief 
underwriter for Security Life 
and Accident, Denver, has been 
promoted to underwriting sec- 
retary, following the retirement 
of Hugo Soll, who has retired 
after 42 years as an underwriter. 

George V. Kay has been appoint- 
ed controller of Standard Se- 
curity Life, New York. Kay was 
formerly assistant controller of 
U. S. Life. 

R. Miller Upton, president of 
Beloit College, Wisconsin, has 
been elected to the board of 
Home Life, New York. 


Glenn B. Moore, 
former associate 
general agent for 
Aetna Life, has 
been promoted to 
director of agencies 
in Los Angeles. 


Merwyn D. Cramer, CLU, has 
been named second vice presi- 
dent and director of agencies, 
ordinary sales department, 

Continued on next page 
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Just as Sterling on Silver is a hallmark of quality, so The 
Protecting Hand emblem on contracts of life and health 
insurance issued by Woodmen Accident and Life Company 
is recognized as a sign of sound protection and reliable 
service at reasonable cost. 

Career opportunities for men who seek success in personal 
insurance selling are brighter with Woodmen Accident and 
Life Company because of its unusual financial strength, 
modern and complete portfolio of coverage, record of seven 
decades of distinguished performance, and plan of field 
representation through carefully trained, locally-established 
specialists in life and health insurance. For full informa- 
tion about these career opportunities, please direct your 
inquiry to the Home Office. 


Woodmen Accident and Life Company 


Lincoln, Nebraska 


E. J. Faulkner, President 
A MUTUAL LEGAL RESERVE COMPANY—ESTABLISHED 1890 
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“COVER-ALL POLICY” + FIRE 
EXTENDED COVERAGE » HOMEOWNERS 
AUTOMOBILE + ALL FORMS CASUALTY 
FIDELITY AND SURETY BONDS 
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WORLD-WIDE CLAIM SERVICE 


AMERICAN FIRE AND CASUALTY COMPANY 
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FAST GROWING 
NEW YORK COMPANY eae el Gado te 


ai A 36 years. Howard F. Dean has 
Offers General Agent CHOICE Opportunities in: aatiniad: ne gractdent:- and 


e Connecticut e Delaware e District of Columbia e Maine treasurer in the investment de- 
e Maryland e New Hampshire © New Jersey © New York State partment. 
Pennsylvania Rhode Island e Vermont e Virginia Winthrop Clement, 
who had established 
and headed the 
public relations de- 
partment for Amer- 
ican _ International 
Underwriters, has 
resigned to join the 
New York advertis- 
ing and public re- 


FULL HOME OFFICE ' lations agency, 

COOPERATION i P, ions Abrams & * Ae 
j 6 George J. Simon, assistant secre- 
tary and assistant treasurer of 
American District Telegraph, 
comment, has been elected secretary. He 
RATES E has been with the company for 

: 34 years. 


James E. Dunne, well-known in- 

surance publisher, died in July 
11 EAST 59 STREET, NEW YORK 22, N. Y. at Louisville, Ky. He owned the 
BETWEEN MADISON AND FIFTH AVENUES Dunne Press and Dunne’s Inter- 


For Further Information Circle 3 on Card national Insurance Reports, 





Inc., both in Louisville. His in- 


WOODWARD AND FONDILLER, INC. surance publishing career be- 


Consulting Actuaries * Systems Analysts - Insurance Accountants gan in 1920 with the American 


. Insurance Digest, Chicago. In 
420 Madison Avenue, New York 17, New York SN Desiaesiaeed ten “ine 


LOS ANGELES surance Index” of London and 
New York, moving its executive 
offices to Louisville. Dunne’s 
Reports was started in 1931 and 
the Alliance and Dunne Press 
in 1936. 





Lester B. Hunger- 
ford (pictured), 
formerly controller 
of Lafayette Life, 
has been elected 
treasurer. J. K. Ken- 


YACHTS + AIR CARGO rY singer, former vice 
FIRE AND ALLIED LINES 4 president and treas- 
urer, has retired. 
AUTOMOBILE PHYSICAL DAMAGE 


Gilbert Wheatland Smith, vice 
president of Glore, Forgan & 
Company, investment banking, 
New York, has been elected to 
the board of First Colony Life. 


William P. Fuller, 3rd, vice presi- 
dent and director of W. P. Full- 
er and Company, has been elect- 
ed to the board of directors of 
Pacific Mutual Life. @ 
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Executive Opportunities 


THIS PAGE is a free Spectator service to insurance companies and 
insurance people. If you are interested in a position offered or in 
a person described here, write a letter on your own or your company’s 
letterhead. Address the envelope to the code number on that item— 
A33 or G48 or some other—c/o Executive Opportunities, The Spec- 
tator, Chestnut & 56th Sts., Philadelphia 39, Pa. Your letter will be 
forwarded in confidence to the agency, company, or individual inserting 


that item. 


SUBMITTING ITEMS: Many of the items here have been prepared 
and sent in by well known, national employment agencies handling 
many insurance opportunities. Other bona fide agencies or insurance 
companies may submit items although no more than three items can 
be used in any one issue from one company or agency. Individuals 
seeking positions may submit a typed item written in the style of 
the items shown on this page. Items may run no longer than six lines 


approximately a maximum of 30 


words. The editors will delete as 


many words in the item as necessary to make the copy fit that space 
Address letters to Executive Opportunities, The Spectator, Chestnut 


& 56th Sts., Philadelphia 39, Pa. 


RESTRICTIONS: The Spectator reserves the right to reject without 
explanation any item submitted by an employment agency, an insurance 
company or an individual. In most cases, The Spectator will check 
on validity and authenticity of each item printed, but the publication 
and its staff cannot be held responsible for any false or unreliable 


items printed here 





POSITIONS AVAILABLE 


V-12 — Fire Reins. - Accts. Exec. 
$12,000, East. Age to 35, coll. de- 
gree mand., min. 8 yrs. fire exp. 
acquired as Br. Off. Mgr. or heavy 
co. prod. capacity 
V-23 — Casualty Underwr. Mgr. 
$10,000, No. Calif. Ideal loc. Age 
to 40. Proven managerial backgr. 
liab., burg., glass, misc. cas lines— 
auto and comp. not ‘eaders. Em- 
ployer pays all moving exp 
V-33—Cas./Retro. Underwr. Mgr. 
$12,500, East. Wel-est. mult. line 
stock co. est. HO retro dept. Age 
to 45, some coll. At least 10 yrs. 
current HO managerial exp. acq’d 
with recog’d retro co 
V-54—Marine Accts. Exec. $12,- 
500, Midwest. Age to 35, coll. 
deg. mand., 7 yrs diversified inland 
marine underwr./prod. exp., light 
ocean. Incentive prog. in addition 
to sal. 

V-71—Personnel Mgr. $9,500, Mid- 
west. Age to 35, coll. degree mand 
Min. 5 yrs. HO ins. co. personnel 
exp. Thorough conver. with testing, 
wage eval. progs., etc. Ideal for 
indiv. des. small town living 
Z-35—A&GH Sls Mgr. $10,000, 
East. Widely known AGH carrier 
has opening for man with proved 
prod. record 
Z-45—Life Gen. Agt. $11,000, 
Southeast. Opening for indiv. exp’d 
in recruiting, training and sls. dir. 
Z-53 — Pension Sls. Consultant. 
$9,000, Midwest. Oppor. in con- 
sulting firm for man with 5-8 yrs 
backgr. in pension sls. 

X-33—Life Asst. Agcy Supv. $7,000. 
Midwest. Pos. with well-est. co. 
Diversified field and supv. exp. 


req'd 

X-52—Group Sls. Rep. $8,000, 
East. Attractive opening for indiv. 
with succ. rec. in gr. sls. field. 
A-29—Cargo Underwr. 5-8 yrs. 
exp. with stock or mutual co. 
Heavy vol. of cargo (inland/marine) 
cov. Thorough knowl. of cov. rates 
and rating plans, !.C.C.—Boston 
co. Some travel. Salary open. 
A-32—Fire Loss Examiner. 2 yrs. 
exp. adj. homeowners’ and allied 
line losses. Coll. and some legal 


September 1961 


training preferred—Boston co. Sal- 
ary open 

A-46 — Actuary. Boston-Assoc 
Cas. Actuarial Soc 
mensurate with exp. 
C-65—Bond Underwriters. Exp'd, 
excel. benefits inc. co. paid life and 
hos. ins. and opp. to retire at half 
pay at 65. Salary depends on exp 
Loc. Lansing, Mich. 

C-30—Agcy. Supv. & Recruiting. 
Well-est. Neb. life co. exp’d in 
agcy. dept. & recruiting, supv. new 
agcy. and improving pres. agencies 
A-26—AG&H Underwr. 


of 
Salary com- 


Ins. activities to inc. 
lable disab. coverage. 
exp. in AGH underwr. and ability 
to aid in dev. of underwr. prac. & 
educa. material. Salary open 
A-18—Asst. Actuary. Med-sized 
life co. needs young man with some 
actuarial exp. Excel. oppor. with 
rapidly growing co., loc. in North 
Central U.S. Salary open depend- 
ing on exp. 

A-90—Agcy. Vice Pres. Forward 
looking exec. needed with H.O. of 
field recruiting exp. for expanding 
life and disability co. East. Sa 
to $17,500. 

A-30—Dept. Cas. Mer. 
Age to 45; $15,000; min 
heavy liability/auto underwr. Amer 
Agcy. System co. 


Midwest 


EXECUTIVES AVAILABLE 


A-48—Life Accountant. Mid-3 s| 


deg., 9 yrs. with sm. midwest co., 
3 yrs. an officer, Annual State., 
state G fed. taxes. Gen. acctg 
resp. Loc. open. Making 00 
V-32 — Fire/Marine Supv. 

30’s, coll. backgr., 10 yrs. fire 
allied lines loss exp., all with one 
stock co. Above average persona 
appearance and poten. Loc 
Making $6,600 
V-37—Asst. Controller / Financial 
Dept. Supv. Early 30's, coll. grad 
with outstand. academic backgr., 7 
yrs. HO exp. all with one co. Ver- 
satile exp. inc. annual statement, 
statistics, systems Ask- 


open 


oc. Open 





ing $9,000. 





Oppor. in| 
New Eng. life co. expanding health | 
non-cancel- | 


Req. 5 yrs. | 


10 yrs. | 





V-59 — Ops. Dept. 
Asst. Mid-30's, grad. of leading U 
Five yrs. ops. exp. with widely 
co open. Making 


Supv. / Exec. 


V-75—Mult. Line Underwr. Supv. 
Aid-30's, coll. grad. 8 yrs. cas 
underwr. exp. with above average 
backgr | open. Making 


fire yc 
n Tire. LOC 


cry) 
V-83—EDP Systems Analyst/Pro- 
grammer. Early 20's, coll. grad, 5 
yrs HO electronics, re- 
search, etc. exp. Loc. open except 
New York. Asking $8,506 
V-35—Life Actuary. 20's college 
deg. in actuarial science; sev. 
exams. Desires reloc. to Midwest 
Salary area $7,500. 

V-69—Life Actuary. s, coll 
Fellow in Soc. Exten. exp 
acq’d with consulting firm, co. and 
Ig. agcy. Loc. open. Salary $20,000 
X-41—Life Actuary. Late 20's, coll. 
degree with sev. society exams. 
Open t Salary area $8,000 
X-87—Group Actuary. 40's, coll. 
grad. Fellow of Soc., 5 yrs. exp. 
acq’d with leading cos. Loc. open. 
Salary range $18,000 

X-91—Life Actuary. 40’: de- 
gree. Fellow of Soc., with 15 yrs 
HO exp. Loc. open. Salary $16,000 
C-45—Life Top Exec. CLU, col- 
lege grad., 15 yrs. exp. in all phases 
life ins. mktg. Well qual. for HO 
life ins. sls. and mgmt. duties 
A-27—Fire Ins. Inspector. Early 
30's, single, coll. grad., seeks spec 
agt. or engineering pos., 5 yrs. ins 
exp., extensive rate-making back- 
gr., CPCU stud. Prefer N. Eng. or 
N. Y. Salary $5,800 
A-43—Life Agcy. Dir. 


ins. co 


grad 
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agcy. Vice Pres.; 8 yrs. exp., all 
phases; age 31. Proved prod. rec. 
Sales ideas in use by over 50 cos. 
D-27—Life/AGH Exec. Age 40 
Exp’d in all managerial aspects, also 
underwr., claims, prod. dev., and 
methods. Loc. and sal. open 
X-67—Cas. Underwr. Mid-30's, 
coll. backgr., 6 yrs. all cas. un- 
derwr. exp., excel. stability. Loc., 
Fla. only. Pres. income $6,000 
X-55—Corp. Ins. Dept. Supv. 30's, 
co with legal degree, 7 yrs 


Sal- 


grad 


exp. Prefers Midwest 
ary area $8,500 

X-84—Adv. Dept. Asst. 30's, coll. 
grad., 5 yrs. ins. co. H.O. adv. exp 
Prefers Eastern states. Salary range, 
$8 000 

Z-15 — Engineering/Audit Mgr. 
Early 40's, coll. degree, 10 yrs. ins. 
co. eng/audit exp. Loc. open. 
Salary $8,500 

Z-81—Mult. Line Spec. Agt. 30's, 
6 yrs. spec. agt. exp. acquired with 
A-1 co. Int. St. Louis area only 
Salary area $6,500 

Z-83—Asst. Life Agcy. Supv. 20's, 
coll. degree, 4 yrs. exp. as agt. for 
leading life co. Loc. open. Salary 
area $6,000 

Z-90 — Asst. Life Training Dir. 
Early 40's, coll. backgr., CLU, 10 
yrs. aS agt., supervisory exp. De- 
sires West Coast or S.W. Salary 
area $6,500 

Z-62—Life Agcy. Supv. Early 40's, 
coll. grad. More than 8 yrs. as agt., 
field supv. and agcy. dir. Loc. de- 
sired, Southwest. Salary area $8,- 


corp. in 


Z-94—Asst. Life Agcy. Supv. Late 
20's, coll. degree, 3 yrs. exp. as 





| agt. and supv 
Presently | ary range $6,000. 


Crossing Tomorrow’s 


Bridges Today 


more than 8% million strong. 
It’s a thrilling thought, made pos- 
sible by the men in our field force, 
whose motto is: don’t put things off 
.. . put them over. 


Loc. Midwest. Sal- 
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Advertisers’ Index Melt biddeee 
Bozell & Jacobs 
Mutual of N. Y. . 
Benton & Bowles 


This advertisers’ index is published as a convenience and not as part of 
the advertising contract. Every care will be taken to index correctly, No 
allowance will be made for errors or failure to insert. 
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Fund Insurance 
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Insurance Co. of N. A. Cover 2 

N. W. Ayer Talbot Bird 
Institute of Life Insurance 8,9 Bruce Angus 

J. Walter Thompson Travelers Insurance 
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Future Home Office of John Hancock Cover 3, 30 
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UNITED INSURANCE CO. OF AMERICA United Ineeronce 


. ° ° Van Sant Dugdale 

41 Stories—One East Wacker Drive—Chicago Lloyd-Thomas usliiieal nati 
Klau-Van Pietersom-Dunlap 

London & Lancashire 


LIFE HEALTH ACCIDENT ° HOSPITAL Abrams & Bogue 


Lumbermens Mutual Casualty ..... Ww 
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EXPERIMENT WITH “SLEEP-LEARNING,” M 
Self-hypnosis. Use your phonograph, recorder. Western & Southern 
Fascinating, educational. Insurance and sales Maryland Casualty ; Woodmen Accident 
courses available on tape and record. Details, J. M. Mathes & Co. Ayres, Swanson & Assoc. 


catalog FREE. Sleep-Learning Research As- 


sociation, Box 24-TS, Olympia, Washington. Massachusetts Mutual Life : Woodward & Fondiller 
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Start-in-life insurance pays toward college or marriage 


A NEW PLAN FOR YOUR CHILDREN’S FUTURE—EXCLUSIVE WITH JOHN HANCOCK 
How can you be sure your children will get the start in life you hope to give them? John Hancock’s 
new Start-in-Life Insurance provides an Education Fund (payable in installments) to help see your 
children through college, or a lump sum to help them start their married life, or a combination of the 
two. In the meantime, your children are covered by life ~~ teal 

insurance. Ask your John Hancock man for full information hnfhancoch 

about this new plan. MUTI a IFE I say RANC es =. ANY 


This plan is not available in certain states. BOSTON, MASSACHUSETTS 








RESOURCEFUL 


We in General Re are RESOURCEFUL, too, in adapting our reinsurance 


services to meet the changing needs of each client. 


GENERAL 
REINSURANCE 
CORPORATION 


Largest American Market Dealing Exclusively In Reinsurance + All Fire, Casualty, Accident and Sickness, Bonding and Marine Lines 


Midwestern Dept.: 101 WEST ELEVENTH STREET, KANSAS CITY 5, MISSOURI 
Pacific Dept.: 610 SO. HARVARD BOULEVARD, LOS ANGELES 5, CALIFORNIA 
Chief Agent for Canada: 360 ST. JAMES STREET WEST, MONTREAL 1, QUEBEC 


Home Office: GENERAL REINSURANCE BLDG. 
400 PARK AVENUE, NEW YORK 22, N. Y. 








